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Why THE MAN OF LAW needs a life insurance specialist 


Considering the complexity of our society, it is not sur- 
prising that the average man is completely bewildered 
when confronted with a legal problem. That’s why peo- 
ple put their trust in the men who understand and define 
our laws in their truest sense—specialized men who echo 
the integrity of our legal system. 

Specialization is no less important in other fields. The 
lawyer himself recognizes the need for sound, intelligent 
assistance in planning his life insurance. He seeks out a 
specialist who knows how to interpret the generalized 
advantages of life insurance in terms that answer specific 
financial needs and wants. He puts his confidence in the 
man who knows the best way to provide comprehensive 
protection for his family, security for his own future. 
That’s why so many discerning men of law turn to the 
career underwriter representing The Union Central Life 
Insurance Company. 

As one of the most thoroughly trained specialists in his 


field, The Union Central underwriter knows how to ana- 
lyze a wide range of personal financial problems as diversi- 
fied as the many situations in which they occur. Equally 
important, he carries a folio of policies issued from birth to 
age 70 to meet every human need. 

And The Union Central underwriter is actively supported 
by a Company with a national reputation for progress, 
integrity and stability —a Company which has encouraged 
family protection and individual financial foresight for 
over 88 years. Home Office research and planning con- 
stantly provide him with more and more effective ways 
of fulfilling his responsibilities to his policyholders. So 
get to know the specialist who represents The Union Cen- 
tral —the man who is really equipped to help you plan a 
sound, intelligent life insurance program. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 
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Symbol of Professional Stature 


At the command of the career Life Underwriter is a 
variety of facilities for education and self improve- 
ment. Notable among these is the program of the 
American College of Life Underwriters. 


The underwriter who has prepared himself 
thoroughly, passed the required examinations and 
received the Chartered Life Underwriter Key, has 
earned a symbol of professional stature. As a 
highly trained life underwriter he occupies a place 
of importance and dignity in his community. 


Home Life is proud to subscribe to the professional 
concepts of life underwriting as advanced by the 
American College of Life Underwriters. Our pro- 
gram of Client Building through “Planned Estates,”’ 
like the C.L.U. program, encourages the finest 
principles of sound client relationship. 


We are proud, too, of the fact that almost 40 per 
cent of our Field Underwriters, in their second year 
and over, are C.L.U.’s or are now studying for the 
examinations. 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 8, N. Y. 


William P. Worthington John H. Evans 
President Vice Pres. and Mer. of Agencies 
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Ohio State Life 
Offers to Buy Stock 
of Midland Mutual 


Stock Retirement Is 
Topic of Midland 
Mutual Meeting Aug. 19 


Directors of Ohio State Life at a spe- 
cial meeting Tuesday authorized Fred- 
| erick E. Jones, company president, to 
offer $1,000 a share for the capital 
stock of Midland Mutual Life. 
Only last week Midland Mutual an- 
nounced that it had taken steps to 
convert from a stock to a mutual com- 


any. 
' The Ohio State Life offer is contin- 
gent upon holders of Midland Mutual 
stock furnishing proxies to Mr. Jones 
and Clarence L. Peterson, vice-presi- 
dent and general counsel, representing 
at least 51% of the stock, before 9 a.m., 
Aug. 19. The meeting of Midland Mu- 
tual stockholders at which the mutuali- 
zation plan will be considered is sched- 
uled to begin an hour later. 

The stock is to be placed in escrow 
with Ohio National Bank at Colum- 
bus, and the Ohio State offer is effec- 
tive only if proxies are not revoked 
before or at the special Midland Mu- 
tual meeting. 


All sorts of reports and rumors con- 
cerning the sale and merger of Mid- 
land Mutual with Ohio State were in 
circulation the past few days, and one 
published newspaper report men- 
tioned Ohio State also was interested 
in buying control of Columbus Mu- 
tual, though officials of the companies 
would give no credence to this. 

Midland Mutual stock has a paid-in 
value of $100 a share. Its charter for- 
bids the company to pay its stockhold- 
ers more than $200 a share for their 
stock in converting to a mutual. 

Stockholders might individually be 
willing to sell their stock to the Ohio 
State Life at the price of $1,000 a 
share, it is reported. If the deal goes 
through, it is understood the company 
will be known as the Ohio State Life. 

Mr. Jones and others are said to 
have visions of a large Columbus com- 
pany with insurance in force of more 
than a billion dollars. Keen competition 
is said to have inspired the sale and 
merger proposals. Mr. Jones also heads 
the Buckeye Union Fire and Casualty 
companies. 

The recent action of the Midland 
Mutual board, authorizing retirement 
of capital stock in accordance with the 
company’s articles of incorporation, 
was the top item on the agenda for the 
Aug. 19 stockholders’ meeting. 

When Midland Mutual was incor- 
porated in 1905, Ohio laws did not 
permit establishment of a purely mutual 
company. The charter stipulated, how- 
ever, that the directors could at any 
time retire capital stock at $200 per 
share and make the company entirely 
mutual. The capital stock of the com- 
pany was limited to $300,000 by the 
charter, and total annual returns to 

(CONTINUED ON PAGE 20) 
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Expect ALC’s 50th 
Anniversary Rally 
to Be Biggest Ever 


Planning is well under way for the 
50th anniversary meeting of American 
Life Convention, to be held Oct. 10-14 
at the Edgewater Beach Hotel, Chicago. 
Advance registrations indicate a record 
attendance. 

Among the speakers will be the pres- 
idents of a midwestern university, a 
top-flight industrial corporation and a 
prominent midwestern newspaper. The 
program also will include addresses by 
three presidents of member companies. 

F. W. Hubbell, president of Equitable 
Life of Iowa and of ALC, will preside 
over the general sessions, which are 
scheduled for the morning of Oct. 12 
and all day Oct. 13. 

The legal section, of which Willis H. 
Satterthwaite, Penn Mutual Life, is 
chairman, will meet the afternoon of 
Oct. 10 and all day Oct. 11. The agen- 
cy section will hold its session Oct. 11. 
Frank L. Barnes, Ohio State Life, is 
that section’s chairman. A luncheon 
meeting is scheduled Oct. 12 for the 
combination companies section, a group 
headed by Frank B. Maher, John Han- 
cock Mutual. Closing the ALC gather- 
ing will be a meeting Oct. 14 of the fi- 
nancial section, of which the chairman 
is J. H. Windsor, Equitable cf Iowa. 





Guest Speakers 
Listed for IHOU 
Annual Meeting 


The agenda is shaping up for the an- 
nual meeting of Institute of Home Of- 
fice Underwriters, to be held at the 
Kentucky Hotel, Louisville, Oct. 26-28. 
General chairman is C. Edwin Carlson, 
Continental Assurance. 

Among guest speakers will be Dr. 
Donald E. Yochem, medical director of 
Ohio Farm Bureau Life; B. M. Ander- 
son, vice-president and counsel of Con- 
necticut General Life, and Reuel C. 
Stratton, assistant superintendent of en- 
gineering and loss control for Travelers. 

The presidential address will be 
given the opening morning by James D. 
Renn, Peninsular Life. Panel sessions, 
room hopping periods, and formal pa- 
pers by institute members make up the 
balance of the program. It is expected 
attendance will be about 500. 





Insurer Formed at Dallas 


Legal Security Life of Dallas has 
been licensed by the Texas department. 
The company has placed 25,000 shares 
of common stock at $25 per share as a 
public offering. 

George F. Heath, formerly with 
United Bankers Life and other insur- 
ance companies, is president. E. E. 
Francis is treasurer and actuary, Tom 
S. Wynn, director of sales and M. G. 
Seese, chief underwriter. 


VA Asks Reversal of Harmony Forecast 


Decision in Benefit 
Assignment Case 


The veterans administration has 
taken the first step toward getting a 
reversal of the decision against it in 
the case involving payment of insur- 
ance benefits to VA of insured veterans 
in VA hospitals. A motion has been 
filed at federal court at Lincoln seeking 
vacation of the judgment by Judge 
J. W. Delahant dismissing the VA case 
or alternatively asking that Judge 
Delahant grant a new trial. 

Early in July, Judge Delahant in 
U. S district court held VA may not 
collect on the insurance policy of 
a patient-veteran, even if the veteran 
assigns his policy benefits to VA. The 
case was United States of America vs 
St. Paul Mercury Indemnity, and was 
won by the insurer on all points. 

VA sued to recover $4,300 in con- 
nection with a family polio policy is- 
sued to Gray Kinner of Minden, Neb. 
Kinner, a war veteran, was stricken 
with polio and hospitalized at a VA 
hospital in Lincoln for nearly a year. 
He was admitted, according to VA, on 
the condition of assigning to adminis- 
tration of veterans affairs all claims, 
demands, awards and courses of action 
which he might have by reason of any 
liability of third parties entitling him to 
hospital care. In this case, the third 
party was St. Paul-Mercury. The in- 
surer paid Kinner $981 for expenses 
incurred for medical services other 
than those furnished by the VA, and 
later made subsequent payments. The 
policy offered Kinner protection “in 
amount of expenses actually incurred 
by insured for required medical treat- 
ment not to exceed $5,000.” 

Judge Delahant, in his opinion, said 
the controlling section of the U. S. code 
provided that VA hospital care be 
furnished to a veteran “who is in need 
of hospitalization . . . and is unable to 
defray necessary expenses therefor. 

“Short of a determination of fraud 
justifying the denial of admission or 
termination of stay . .. the veterans 
administration has no_ discretion,” 
Judge Delahant held, to require a 
veteran to assign the benefits provided 
in a policy. He noted that the VA was 
proceeding against the insurer only 
for reimbursement of services and did 
not contend that Kinner was liable for 
payment. He said Congress did not in- 
tend to commercialize VA _ hospitals 
with the patronage limited to veterans, 
they are essentially charitable. 

C. C, Frazier, former Nebraska com- 
missioner and who now is general 
counsel for H & A Underwriters Con- 
ference, filed a brief of amicus curiae. 


At the time of decision he said in his 
(CONTINUED ON PAGE 20) 








Results for First Six Months Given 


Excelsior Life of Canada 





Great Southern Life 








Life & Casualty, Tenn. 
North American Reassurance 





Security L. & A. 


1955 1954 1955 1954 
New Life New Life In Force In Force 
Ins. Bus. Ins. Bus. Inc. Inc. 

$ $ $ $ 

24,956,391 22,380,111 15,059,201 13,880,734 
63,461,930* 50,255,275 41,864,268 27,943,240 
37,048,286 34,007,769 23,919,000 14,885,811 
90,309,000** 75,416,000 23,675,400 25,158,500 
51,501,517 42,079,529 32,884,531 26,711,863 





* In addition, increases and revivals amounted to $10,790,020. 


** Reinsurance only. 


for NALU Annual 


Rally in St. Louis 


Secretary Contest Will 
Add to Interest but No 
Major Controversies Loom 


With a friendly contest for secretary 
as the most controversial matter on the 
agenda, the annual meeting of National 
Assn. of Life Underwriters being held 
next week in St. Louis promises to be 
in decided contrast to last year’s ga- 
thering at which the bitterly contested 
question of where to locate national 
headquarters dominated the meeting 
even to the post-convention session of 
the new board of trustees. 

There are still those who are strongly 
opposed to the Washington location 
choice, which broke the deadlock be- 
tween the hate-Chicago and hate-New 
York elements in the board but it is 
not expected that this sentiment will 
result in any serious effort to upset the 
Washington decision. Any hopes for 
such action suffered a severe setback 
when Congress recently adjourned 
without appropriating the money that 
the government wanted in order to 
purchase NALU’s building site. 

What might have been a major mat- 
ter for discussion, regardless of the 
possible reopening of the Washington 
location decision, was eliminated by 
the Senate-House conference commit- 
tee’s action in deleting the $300,000 
appropriation that was in the Senate 
version. For if that had gone through, 
with the concomitant agreement on the 
government’s part to give NALU a 
different site, the question of the sub- 
stitute site’s desirability would have 
had to be aired in full. 

The secretary contest is between 
Albert Adams of John Hancock, Phila- 
delphia, and M. W. Peterson, Lincoln 
National Life, Charlotte, N.C., both of 
whom are NALWU trustees. The order in 
which they are listed here is entirely 
alphabetical, for this is a matter on 
which this newspaper takes no sides. 

Up to this point, at least, the secre- 
tary contest has been on a friendly and 
sportsmanlike basis. Both candidates 
are level-headed gentlemen who have 
enough on the ball so they can rely on 
their records of accomplishment rather 
than. on showmanship. But there is 
always the possibility of a flare-up 
that would give the lovers of excite- 
ment what they are looking for. 


N.W. Mutuals Sales Up 7% 


Northwestern Mutual Life sales for 
the first seven months were 7% over 
the corresponding period last year, 
totaling nearly $340 million. July sales 
exceeded $48 million, a 4% gain. 

July was the third consecutive month 
the Eckert agency of Detroit led all 
agencies in sales. 


Frensley to United National 


Frank W. Frensley Jr., agency vice- 
president of American Reserve Life 
of Omaha, has been named executive 
vice-president of United National Life 








of Dallas. 
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Hancock Raises 


Salary Levels in 
Home Office, Field 


Changes to Be Made 
on Individual Basis; 
Progress to Be Faster 


Higher salary levels have been an- 
nounced by John Hancock for the home 
office and field salary structure for 
clerical, supervisory and managerial 
personnel. The changes become effec- 
tive Sept. 12. They are: 

1. Ranges for job grades 1 through 16 
have been revised, resulting in higher 
salary minimums and maximums. 

2. Salaries of individuals between 
between the new minimums and max- 
imums will be reviewed and adjust- 
ments made to establish equitable 
salary positions within the new ranges. 

3. The current cost-of-living supple- 
ment will be included in base salaries, 
with resultant improvement in com- 
pany security benefits. 

4. A hiring rate of $39 for inexper- 
ienced clerical personnel. 

“These changes,” said Executive 
Vice-president Byron K. Elliott, “are 
in line with our company’s policy of 
paying salaries that reflect an indi- 
vidual’s contribution to the job, 
reasonable relation to other salaries in 
the John Hancock, and differences in 
job grades. The new levels, along with 
existing liberal employe benefits, are 
more than the equal of those of most 
other companies.” 


The company made it clear that this 
is not an automatic general increase. 
Salaries will be reviewed immediately 
by departments to determine specifi- 
cally what adjustments will be made. 
Reviews will be strictly on an individ- 
ual basis. Such factors as _ position 
within the new salary range, the job 
grade level, and performance will 
affect the adjustment amount. 

The range between minimum and 
maximum in each grade will continue 
to permit recognition of difference in 
individual job performance. Movement 
with the range is not automatic but 
depends on performance and salary 
position. 

Generally speaking, the rate of 
salary progress of an individual will 
tend to be faster in the lower part of 
the range than in the upper part. The 
upper part represents salary levels 
appropriate for superior or advanced 
performance. With the new ranges, 
employes who demonstrate superior 
ability have the opportunity to earn 
higher salaries. 

Making the cost-of-living supple- 
ment a part of base salaries has the 
effect of improving benefits under the 
company retirement and group insur- 
ance plans, since supplementary earn- 
ings were formerly excluded in 
computing these benefits, Higher 
salary levels will also improve these 
security benefits. 

Length of service maximums will 
increase with the raising of regular 
job grade maximums. These length- 
of-service maximums for persons with 
at least 15 years of service are provided 
so that departments may recognize the 
meritorious performance of exper- 
ienced employes. 

Under the new program, many of 
these career employes will become 


eligible for future increases which they 


DESCRIBES PACIFIC MUTUAL PLAN 





Well-Trained Agency Managers Called Key 
to Successful Field Sales Organization 


The highly developed training pro- 
gram Pacific Mutual Life agency 
managers must complete before being 
assigned a territory was described by 
Fred S. Sibley, the company’s agency 
vice-president, before a meeting of Los 
Angeles Life Managers Assn. 

While the agency department’s im- 
mediate responsibility is to see that 
each year the company acquires an ade- 
quate volume of quality new business, 
and that it persists, there is a respon- 
sibility to the field of equal importance, 
he stressed. Men must be selected and 
then trained, and continuously re- 
trained to take over the management of 
agencies and responsible home office 
agency department positions. They 
must be furnished with those pro- 
grams and materials of a sales and 
training nature that will help them do 
a better job in training the men they 
select to be good salesmen. 

Mr. Sibley commented that for years 
the industry has spent hundreds of 
thousands of dollars at the home office 
level actually training agents, attempt- 
ing to motivate and supervise them 
while at the same time “completely 
overlooking the key to any successful 
field sales organization—properly 
selected and well trained field man- 
agement.” 

The agency manager in the past 
usually was selected either because he 
was an outstanding salesman or be- 
cause he was a pretty good fellow—“but 
practically a failure as a salesman,” 
Mr. Sibley said. Somehow he eventually 
became an agency manager after 
having served an apprenticeship as a 
field supervisor and possibly an assist- 
ant manager, receiving little or no 
training organized at the home office 
level. The only training he got was 
usually of his own making and due to 
his own hunger for knowledge about 
his job and his business. 

“We believe it is a waste of time for 
an agency department to attempt direct 
contact training of agents until all 
field management personnel are thor- 
oughly trained themselves in what the 
agents are being taught, and thorough- 
ly trained in the techniques of training, 
both of an educational nature and of a 
coaching nature, so that they can do a 
proper job of follow-through and re- 
training. 

“At Pacific Mutual we, with a gen- 
eral agent, select an agent in his agency 
to become a superviscr. An outstanding 
personal producer is never selected. We 
select men of better than average sales- 
ability, men who have what you might 
call a ‘maternal’ instinct in relation to 
the other men in the agency—a man 
who derives considerable job satisfac- 
tion from helping the other fellow do a 
better job.” 

This man is placed directly under 
the control of the home office manage- 
ment training division, Mr. Sibley said. 








would not have otherwise received. 

The company believes that its new 
hiring salary will enable it to continue 
attracting well qualified people to 
beginning positions. 

Employes in the building mainten- 
ance, restaurant, shipping and dupli- 
cating departments, who are not affec- 
ted by changes in the clerical, super- 
visory and managerial program, will 
receive an announcement shortly. 
Their new plan will also be effective 
Sept. 12. 


His general agent is not expected to 
train him to become a recruiter and 
trainer of men. The agency department 
accepts that responsibility. After test- 
ing him, thoroughly screening him 
against rigid requirements, he goes to 
the home office for intensive manage- 
ment training sessions. He then returns 
to his agency and takes on the job of 
recruiting and training a unit of men. 
After he has successfully done that for 
114 years or two years, he goes back to 
the home office as a member of the 
management training division. 

In this capacity he participates in 
the training schools put on for newly 
appointed supervisors and newly ap- 
pointed general agents. He goes in to 
the field to act as field trainer or field 
coach for newly appointed supervisors, 
and newly appointed general agents, 
and he takes on special projects in the 
home office, such as revision of cer- 
tain proposal forms. He is training 
others, the new general agents, in what 
he himself will be dcing some day as a 
general agent. 

While in the home office he gets to 
know how to use the facilities there to 
his best advantage when he’s a general 
agent, and the people in the home of- 
fice get to know him as an individual. 

After a couple of years he’s assigned 
a general agency. After a few months in 
the agency he returns back to the home 
office with other new general agents 
who’ve been out for a year or less; they 
go through an intensive management 
training school, then return to their 
agencies and are field checked twice 
during their first year by a member of 
the management training division. If 
help is needed a man is assigned to the 
job. 
“Training we believe, is our major 
responsibility,” Mr. Sibley said. “We 
believe this kind of training develops 
field managers who can select and train 
career underwriters of the kind who 
will be important in their communities 
to the individual clientele they estab- 
lish. We believe that by doing this we 
will never be disturbed by the type of 
competition that several major compa- 
nies are indulging currently, the type of 
ccmpetition that cannot and will not 
disturb the close relationship between 
the career underwriter and his client, 
that must be established and main- 
tained in our business if the products 
we sell are to continue to do the job of 
serving personal financial protection 
needs that it is designed to serve. 

“In this price war there is great dan- 
ger to the agency system itself. It is a 
start in the direction of an attempt at 
direct selling of insurance from the 
home office level, the same thing that 
has happened in some instances in the 
casualty business; a thing entirely un- 
becoming to us in the life insurance 
business, but nonetheless dangerous. 

“We believe there is no bargain in 
life insurance when speaking of the 
policy itself. A buyer gets his own bar- 
gain when the insurance he has been 
helped to purchase by his life insurance 
man is the right kind of policy, de- 
signed to best serve the buyer’s person- 
al needs and circumstances. The ‘price’ 
will be determined when the policy 
matures, and only then. 

“Pacific Mutual does not intend to 
compete in the frenzied market place 
of gimmick policies. Our business will 

be built and sustained in the commun- 
ities of our career underwriters.” 


National Union 
Loses on Deceptive 
Advertising Count 


Fla. Commissioner 
Agrees With Charge Made | 
by State Agents Body | 


TALLAHASSEE—A life company 
which is domiciled in another state 
yet advertises itself as a local company | 
violates the Florida law against decep. | 
tive and misleading advertising, Com. 
missioner Larson of Florida ruled Wed. | 
nesday following a hearing Tuesday, 

Mr. Larson held a hearing following | 
complaints that were made to him by 
the Florida Life Undewriters Assn. 
about National Union Life of Birming- 
ham, Ala., which has its principal office 
in Miami, and has been advertising it- 
self as a Miami company. 

Several other complaints about Na- 
tional Union were made by the state 
association in a resolution, adopted by 
the board at Jacksonville. Because of 
this resolution the company brought 
suit for $10 million against the associa- 
tion and four of its officials—Alfred 
Lewallen and Thomas B. Mc Glin, 
both with Mutual Benefit Life at 
Miami, and E, H. Murphy of Indepen- 
dent Life & Accident, and R. A. 
Thweatt of Peninsular Life, both of 
Daytona Beach. 





National Union charged its good 
name had been damaged and it had 
been held up to ridicule before the in- 
surance commissioners of Florida and 
Alabama. It charged it also had been 
libeled before the Federal Securities 
and Exchange Commission, the state 
commission and the Miami-Dade 
County Chamber of Commerce ... The 
state association asked that the com- 
pany be ordered to set its financial 
house in order within 30 days or have 
its authority to do further business 
suspended. 

The company attempted to enjoin 
Commissioner Larson from holding the 
Tuesday hearing. However, a circuit 
judge ruled that the calling of a hearing 
could not be enjoined, although the 
company might seek to enjoin the com- 
missioner from putting the resulting 
ruling into effect. 


The moves and counter-moves in 
this case have aroused interest in life 
underwriter associations not only in 
Florida but elsewhere. The controversy 
typifies the sort of situation into which 
a state association may feel it should 
enter and the kind of opposition it may 
expect when it does so. While the Na- 
tional Assn. of Life Underwriters 
leaves such matters to the state, the 
Florida controversy is sure to be a topic 
of much discussion at the NALU meet- 
ing in St. Louis next week. 





Pa. Moves Duplicate Policies Bill 


Pennsylvania senate has passed and 
sent to the house a bill requiring life 
companies to issue duplicate policies 
to insured on request. Applications for 
duplicates would include a notarized 
statement that the original is not ip 
possession because it is lost, misplaced 
or in the possession of another, includ- 
ing the beneficiary who refuses to deli- 
ver it to the owner. A charge may be 
made for issuing the duplicate. 
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State ? 
d by a Mr. Francis J. O’Brien 
se of The Franklin Life Insurance Company 
Springfield, Illinois 
- Ralph “Buckshot” O’Brien es : ‘ 
é Dear O’B: 
lfred was an All-American ; . P f 
Jinn, beshethall- eter in colleme On July 15 I will be ending my “rookie year” with the 
- , s Friendly Franklin, and what an unbelievable year it has been! 
tin and played professionally I have had rookie years in basketball since 1942 in high 
. i in the National Basketball school, college and the National Basketball Association, but 
i Lenmar foe: Cheon seem, this year has been the greatest of them all. 
With n : 1 The entire Franklin team is really “tops” as I discovered 
. > PESTIONS Sates soon after joining the Company. I have had the best in 
experience he began selling coaches to help me during the first year. Woody Norris, our 
Z00d Franklin exclusives in July General Agent, has been a constant source of inspiration and 
had 1954. Here’s hi dof help at all times as he is to all of his Agents. I have also re- 
 in- - ‘iy oe coe ceived a big “assist” from C. R. Willsey, our Regional Man- 
and cash earnings since that ager, and always fine cooperation from the Home Office. 
s time: I never seem to be able to find enough hours to contact all 
hte the people I would like to see, for everyone is a potential 
.. de $12 0 47 1 7 client with the tremendous Franklin Exclusives we have to 
Th ] e offer: PPIP, JISP, Home Protector and GLA. I have sold 
. only these Franklin Specials during the past year and my 
wei shooting percentage has been approximately 70% in sales 
ue completed. I still can’t believe that Jam earning well in ex- 
hi cess of $1,000 a month. Coupled with the above handsome 
financial return is the importance to me of enjoying every 
e minute with each client and the feeling of having done these 
join same clients a real service. 
= Thanks, O’B for allowing me to share this first year 
ing review with you for I feel that I have found a lifetime “posi- 
the tion” on the greatest life insurance “Team” of them all, The 
=i Franklin Life Insurance Company, and I am eagerly looking 
ing forward to continued success in each coming year. 
Sincerely, 
(Signed) Ralph “Buckshot” O’Brien 
in 
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os CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
pic DISTINGUISHED SERVICE SINCE 1884 
et- The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over One Billion Eigbt Hundred Million Dollars of Insurance in Force 
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National Insurance 
Assn. Chooses 
Walker President 


A. Maceo Walker, president of Uni- 
versal Life of Memphis, moved up to 
president of National Insurance Assn. 
at its annual meeting at Cleveland. He 
succeeds C. L. Townes Sr., Virginia 
Mutual Benefit Life. 

James A. Faison, Provident Home 
Life of Philadelphia, was named Ist 
vice-president and W. A. Clement, 
North Carolina Mutual, was reelected 
secretary. 

Elected vice-presidents of the var- 
ious sections were J. W. Goodloe, North 
Carolina Mutual Life, executive; C. E. 


Simmons, Afro American Life of Flori-. 


da, technicians; Octave Lily Jr., Peo- 


4 FieNATIONAL UNDERWRITER 

Life 

A&H life insurance in force exceeds 
Group 

Franchive | $790,000,000.00 

7 7 e 

Hospitalization 
Brokerage 

Rei PLUS: One of the most advanced agents 
einsurance 

training programs in the nation... 

———EEE Supervised offices... Trained Group 


men to assist agents... An alert 
Underwriting and home office staff... 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 











in — a~ 


A fast growing, progressive company. 
A definite plan for advancement. 

A new and modern contract. 

A liberal financing plan. 


A bonus of $1.50 per thousand on paid 
business for NQA winners. 


A bonus of $550.00 for receiving 
C. L. U. designation. 


Write: G. Frank Clement, 


Vice President i 


INSURANCE COMPANY, 


Roanoke 10, Virginia Paul C. Buford, President 





ples Life of New Orleans, agency, and 
Dr. Lester Allen, Winston Mutual Life 
of North Carolina, medical. 

Murray J. Marvin Jr., who is in 
charge of the association’s headquarters 
office at Chicago, continues as execu- 
tive director, beginning his fifth term. 

There were 578 delegates at the con- 
vention, the first held by the association 
independently of member companies. 
At previous meetings the companies in 
the host city acted as sponsors. One of 
the highlights was a past presidents 
banquet at which 18 of the 26 former 
association leaders were present. 

It was decided to repeat in an ex- 
panded form the agency management 
school which ran for two weeks at Ten- 
nessee A. & I. The school was described 
as an exceptional success, and certifi- 
cates of appreciation were presented to 
C. J. Zimmerman, managing director of 
LIAMA, who cooperated in formulating 
the course text, as well as to the uni- 
versity and five member companies 
whose executives served as instructors. 

Next year’s convention will be held 
at the Statler Hotel, Washington, Aug. 
28-31. The executive section at its ses- 
sion decided to conduct a series of re- 
gional meetings during the coming year, 
and plans were made to hold them in at 
least six different cities. 

Among featured speakers were C. F. 
Honeywell, administrator, business and 
defense services administration, De- 
partment of Commerce, Washington; C. 
H. Mahoney, U. S. delegate to the Uni- 
ted Nations; J. M. Hinton, agency di- 
rector of Pilgrim H. & L.; G. W. Jones, 
agency director of Victory Mutual Life, 
and Messrs. Goodloe and Zimmerman. 





N. W. Mutual Advances Trumpf 

Wayne S. Trumpf has been ap- 
pointed assistant manager of city loans 
for Northwestern Mutual Life. He 
joined the company in 1951. 


Assets of U. S. Life 


Companies Rise $23) 


Billion in First Half 


Assets of all U. S. life companies jp. 


creased $2 billion during the first giy | 


months, bringing total assets on June 39 
to $86,967,000,000, according to Institute 
of Life Insurance. 

“The flow of capital funds for finan. 
cing a cross section of the nation’s eco. 
nomy has increased materially as the 
number of policyholders has increaseq 
and their ownership of life insurance 
has risen,” Holgar J. Johnson, institute 


president, said. “The new capital made © 





available in the first half of this yea | 


was about 40% larger than five year; | 


ago, which is not much different from 
the ratio of increase in aggregate life 
insurance in force.” 


— 


Adding funds made available from | 
maturities, amortization, refinancing ; 
and sales, the life companies made ag. | 


gregate new investments of $9,019,000,. 
000 in the first half of this year, ip. 
crease $1,034,000,000. 

Real estate mortgages accounted for 
the largest single block of new invest. 


ments made this year, with $3,102,000 | 


acquired. Mortgage holdings of life 

companies increased $1,555,000,000 to 

$27,483,000,000 on June 30. 
Corporate securities accounted for 


$2,310,000,000 of the six-month new in- | 


vestments. Holdings of these securities 
increased $973 million to $37,830,000,- 
000 on June 30. 





North American Names 


Boostrom, Fox Directors 
Miss Hazel E. Boostrom, secretary, 

and Robert Rauwolf, agency 

ident, have been elected directors of 

North American Accident of Chicago, 


succeeding A. E. Forrest Jr., and Paul 


G. Warren. 

J. L. Fox, of the law firm, Brown, 
Fox, Blumberg & Markheim, was 
elected chairman, 


Travelers Names Janney 


to Group Pension Post 


Charles T. Janney, district 
supervisor of Travelers at Seattle 
since 1949, has been appointed district 
supervisor of group pensions at San 
Francisco. He will be pension repre- 
sentative for the west coast and be in 
charge of all phases of pension pro- 
gramming. 

Mr. Janney joined the group depart- 
ment at the home office in 1934, later 
serving as group field representative 
in Hartford, Chicago and San Fran- 
cisco. He joined the agency department 
as group supervisor at San Francisco 
in 1942, and later was advanced to 
assistant district group supervisor. 


















Singles from $9 
Doubles from $12 

















LARGEST CONVENTION 
| CENTER IN CALIFORNIA! Available Oct. 1, 1955 


Complete New Facilities for Most Exacting Convention Requirements 
Accommodating up to 2500 Plus all the Advantages that make the 
Ambassador one of the World’s Great Hotels. Phone, Wire or Write Today! 


LOS ANGELES 
MBASSADOR 


Air-Conditioned Rooms e Garden 
Studio Suites ¢ TV in Every Room 
Sun Club & Pool « Airport Busses 
Home of World-Famous 


COCOANUT GROVE 4 
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Argue Pros and Contras of Welfare Fund 


Regulation—What, Why and By Whom 


A report on the hearings and pan- 
el discussion on welfare and pension 
plans has been released by the Senate 
subcommittee which conducted the 
hearings. 

Sen. Douglas, head of the subcom- 
mittee, said that in view of the growth 
and importance of employe benefit 
plans, there is need for federal legis- 
lation to safeguard interests of bene- 
ficiaries and prevent breaches of trust 
and exploitation. A widely supported 
proposal, he said, would require such 
plans to disclose the essential facts 
of operation to government agency and 
to participating employers and em- 
ployes. 

@ e e 

C. Manton Eddy, vice-president and 
secretary of Connecticut General Life, 
and Frank B. Clife, vice-president of 
H. J. Heinz Co., said that while the 
report might give the impression that 
a third or a half of the welfare plans in 
operation today are in pretty bad 
shape, the abuses disclosed by the 
investigation are not characteristic of 
insured welfare programs. The abuses 
which have been found are in contrast 
to the ethical standards which prevail 
in the establishment and administra- 
tion of most funds. 

Several panelists criticized the re- 
port and the subcommittee because 
there was no criteria for its appaisal 
of the quality of administration of the 
29 plans it studied. Nelson Cruikshank, 
director of social security activities of 
AFL, said, “We do not believe it is 
wise to make such flat value judg- 
ments, unless it is made clear exactly 
what standards of value are used. It 
is, in fact, not possible to apply any 
uniform set of standards governing 
such matters as administration cost and 
reserves to all of the different types 
of plans and situations that exist.” 
Jack Barbash of the committee on 
ethical practices of CIO also criticized 
this feature. 

e e eo 


Martin E. Segal, New York City 
insurance consultant, believes that 
because the committee’s staff was 
somewhat inexperienced in many of 
the technical ramifications of welfare 
funds it made some unsound recom- 
mendations. For example, he said, the 
subcommittee grouped packaging of 
insurance and the separation of cover- 
ages for dividend purposes under the 
same heading and recommended pack- 
aging as in the best interest of welfare 
fund beneficiaries. These are two 
entirely different matters, Mr. Segal 
pointed out, and while insurers like to 
pool life and casualty insurance in 
calculating dividends in order to have 
as broad a base for their risks as 
possible, he, as a consultant, does not 
recommend to trustees of welfare 
funds that packaging for experience 
rating be allowed. He thinks it simply 
allows an insurer to make up losses 
under one type of coverage by dipping 
into the favorable experience of an- 
other. “The pooling of policies for 
experience and dividend purposes 
Should in no way affect the general 
recommendations of the pooling of 
Policies for commission purposes,” he 
said. The latter type of pooling is 
definitely desirable, he said. 

The group concluded that section 302 
of the labor management relations act 
of 1947, which regulates welfare funds, 
1s an inadequate safeguard. The intent 
of the act was to prohibit unilateral 
control by unions of welfare funds, 
when financed in whole or in part by 


Abana 


employers, but the mere fact that em- 
ployers were placed on joint welfare 
plan boards did not prevent them from 
abdicating their responsibilities in 
many cases. Also, the provision for 
joint control has not prevented the 
funds from being diverted to selfish, 
individual ends. 

Mr. Barbash asserted that the real 
problem is not whether a fund is joint- 
ly or unilaterally controlled, but 


whether it is honestly administered. 
Joint administration is not the com- 
plete answer to honesty, he said, and 
the problem of joint control should be 
resolved by the parties involved 
through collective bargaining. 

“If you are going to say that unions 
cannot administer a fund unilaterally, 
you also ought to say that employers 
cannot administer a fund unilaterally, 
because otherwise the inference that 
you have to draw is that one section of 
our population is inherently more 
susceptible to chicanery and dishonesty 
than any other section,” he said. 


Joint control assures precisely no- 
thing with respect to the honesty with 
which these funds are administered, 
Mr, Barbash said, and, he continued, 
“Section 302 as a part of the Taft- 
Hartley law, I think, should be aban- 
doned. The Taft-Hartley law is a 
labor relations statute. It is a serious 
mistake to attempt to regulate under 
one heading labor relation, subversive 
activities, health and welfare funds.” 

Mr. Cruikshank concurred in the 
view that if there is federal legislation 
there should be a separate comprehen- 

(CONTINUED ON PAGE 15) 











During our 75th Anniversary celebration this 


August, we dedicate a new, spacious home office building. 


Minnesota Mutual, today, approaching one and a half billion dollars 


of life insurance in force, is one of the 25 largest mutual 


companies in the country. The “Star of the North” is a company 


with definite personality, positive character and an enviable 


history in the industry. 





STAR OF 
THE NORTH 


ll 





THE AGENT 


Insurance 
ST. PAUL, 


- MINDED... 


Minnesota Mutual Life 


Company 
MINNESOTA 
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OUR NEW “705” CAN'T 
WRITE BUSINESS 


V V e recently ordered one of IBM’s new Type 705 “electronic 





brains’’. 


The machine is fantastic. It does all sorts of mathematical gym- 
nastics at lightning speeds, and it has a “memory” unit in which 


data may be stored to produce other data. 


But it can’t write business. That detail will still be handled by our 
Type 1955 force of Shield Men who this year will surpass all their 


own brilliant past records for growth. 





ii NATIONAL LIFE 
ey «AND ACCIDENT 


WOU INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 
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Specializing in Evaluation of 
APPLICATIONS 


e 
CLAIMS 
——_———_©——_— 
ACCIDENT 


e 
SICKNESS 
e 
BODILY INJURY 


MEDICAL CLAIMS Professional Independent 


Guidance for Evaluating 
and Determining 


FEVALUATION SERVICE prsusme conons 


e 
UNUSUAL CASES 
a 
SPECIFIC WAIVER 


e 
PERIOD EXCLUSION 
——_o—__—_——_ 


Write 
P. O. Box 211 
Dayton, Ohio 
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Women’s Process | 
NALU Panel Topic 


NEW YORK—Seven prominent life 
insurance personalities will participate 
in a panel discussion at the Aug. 24 
women underwriters’ luncheon, at the 
St. Louis convention of National Assn, 
of Life Underwriters next week. 


Arrangements were made by Laura © 


Benham, chairman of the committee 
of women underwriters and a Niagara 
Falls, N.Y., representative of Pruden- 
tial. 

Moderating the panel will be Henry 


Stout, John Hancock general agent ~ 
and mayor of Dayton, O. Each partic. | 
ipant will discuss the woman under. ~ 
writer’s progress in one specific field, ~ 


Participants and their discussion fields 
are: 


Dr. Davis W. Gregg, president of — 
American College, the CLU; Benjamin | 
N. Woodson, president of American © 
General Life, life underwriting train. | 


ing course; Thomas E. Lovejoy, presi- 
dent of Manhattan Life, managers, 
Dudley Dowell, executive vice-presi- 
dent of New York Life, Women’s Quar- 
ter Million Dollar Round Table and 
Million Dollar Round Table; Charles 
J. Zimmerman, managing director of 
LIAMA, NALU’s national quality 
award; Hal L. Nutt, director of Pur- 
due University’s life insurance market- 


ing institute, the institute; and Robert [| 


L. Walker, Peninsular Life, Orlando, 
president of NALU, who will discuss 
NALU. 

This meeting marks the 21st year of 
the women underwriters committee. 
In observance of this, the luncheon’s 
closing event will be a presentation, 
“Coming of Age”, highlighting women 
agents’ records of achievement. 

An addition to the Wednesday gen- 
eral session is David Walker, national 
co-winner in 1955 of the “Voice of 
Democracy” essay contest. A 17-year- 
old graduate of Oskaloosa, Ia., high 
school, where he was president of both 
the student body and his senior class, 
he will appear at the convention 
through the courtesy of Phillips Petro- 
leum Co. 

The voice of democracy contest is 
an annual competition among high 
school students throughout the nation. 
More than 1% million students com- 
peted in this year’s contest. It is 
sponsored by National Junior Cham- 
ber of Commerce with the cooperation 
of National Assn. of Radio & Television 


¥ Broadcasters and Radio Electronics 
¥ Television Assn. The contest topic, and 
y the subject of Mr. Walker’s speech 
¥ is, “I Speak for Democracy.” 





4 Monumental Life 
¥ Expands Policy Line 


Monumental Life has introduced a 


3 30-year mortgage decreasing term | 
YZ policy and has reduced all its premium 
¥ rates on the 15, 20 and 25 year mort- 
¥ gage policies already in its rate book. 
¥ In addition, it is offering the same 15, 
¥ 20, 25, and 30-year decreasing term 
¥ coverages in the form of mortgage pro- 
¥ tection riders which may be added 
¥Y to life or endowment policies with a 
¥ very liberal ratio of rider to base pol- 
¥ icy. 


It has also introduced family income 


¥ riders providing monthly income of 
¥ $20 and $30 per $1,000 of insurance in 
¥ addition to the $100 per $1,000 family 
¥ income rider now in the rate book. 


; ; Franklin Shows 16.8% Sales Gain 





Franklin Life’s paid sales in July, ex- 


¥ cluding annuities, totaled $35,049,642, a 
¥ 168% gain over the same month last 
¥ year. Paid business for the first seven 

months is up 16.6%. 
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= It seems to me that the life insurance of the year to determine in all respects 
> Executi ve D ef ends Role of N ° 7: Law business is quite different from other just how we stand. ‘ 
ss = sgs types of business which engage in the What we do know is that the deci- 
; In Restr aining Acq uisition E xpenses market place. The compensation of sions we make today will have an 
t life ; A , ; re the salesman of automobiles and re- effect on the treatment of a policy- 
sipate A senior executive of one of the seriously question. You say that “the frigerators can perhaps be left to the holder or a beneficiary possibly 50 or 
g. 24 leading companies has written to THE compensation of agents should be left operation of this basic law because the 75 years from now. It seems to me 
t th NATIONAL UNDERWRITER expressing dis- to the operation of economic law.” I yesults of any unsound operations or that this is one of the great advantages 
in : agreement with the editorial in the wonder just what economic law you practices have an almost immediate of state supervision for it serves to 
=n. July 15 issue, “Chance to Ease New are referring to and I do wish you offect. The manufacturer or the dealer protect the interests of policyholders 
: York’s Curbs.” Since it was a personal would please tell me just how it applies knows at the end of the year just how against unsound practices which may 
wr letter to the editor and was not in- to life insurance. Perhaps you have in he stands. The difference in so far as not be apparent for many years to 
aa tended for publication, the writer’s mind the basic law of free enterprise the life insurance business is concerned come. We must remember that the mis- 
ide name is not revealed but THE NATIONAL in a competitive system which we refer is that our product is a long-term con- takes that management makes today, 
- UNDERWRITER-is printing it, almost i” to as the law of supply and demand. tract and it is not possible at the end (CONTINUED ON PAGE 16) 
full, because it so well expresses the 
lenry case for the New York state restric- HEE KEK LEKKI EEE PEE 
agent . x 3 5050. oe serene en R05" 25 
artic. — se oe ORO OK soctatatatatatstatatatataten eta ne 
rder- In your editorial you referred to re- pe 
field, cent resolutions passed by the Mass- 
tields achusetts and Connecticut legislatures 
which, aS you say, apparently were 
union-inspired. You then suggest that 
it of the same effort “to enlighten the legis- 
amin lators’ should be extended to the 
rican ordinary branch of our business. Hav- 
rain- ing no intimate knowledge of the in- 
pieeni dustrial branch of our business, I do 
gers; not feel competent to discuss the mat- 
7 ter of compensation to industrial agents 
juar- so I shall confine my comments en- 
and tirely to the compensation of ordinary 
arles agents. 
ms When you suggest, as you do, that 
Pur- the compensation of ordinary agents 
ket should be released from legislative 
sbert curbs, I naturally wonder for whom 
ndo, you are speaking. So far as I know, of ‘ip 
ane these Connecticut and Massachusetts Your Partners 
resolutions were endorsed by neither 
r of the LIA nor the NALU. I would seri- 
ttee ously question whether any great num- 
.on’s ber of the companies licensed to do 
tion business in New York state nor of the 
’ agents who represent them would 
— agree with you. 
gen- There is no need to defend the New 
onal York insurance statutes and the rigor- 
> of ous and careful supervision this code 
ear- provides. It seems to me that the record 
high of the companies _that have been li- M A R K E T W | S F 
noth censed to do business in New York ee @ 
less state is rather eloquent testimony to 
ties the basic soundness of the code as a oS M A R K E T R E A D Y 
Aro- whole. In some minor directions we % 
-_ occasionally annoyed or frustrated ee Here is one of Great-West Life’s field-proven aids to 
t is by the operations of the law and when 3S 7 ; : f : 
high sa — be — our —- 3 organized selling—the Sales Guide to Business Life Insur- 
: nown wi e hope of having the law 5 ° ° . 
- changed or amended. We still believe, 6% ance. This practical and raleiecantin “am te 
e* ne be cae limitations, in- ee Business Life Insurance planning is effectively assisting the 
7 cluding a limitation on commissions, is Q “23 P 
al oem tmetion and responsibility of 3 sales efforts of Great-West Life’s representatives. 
. OO 
a edigen tq the pa por ghey 7 ses The Sales Guide to Business Life Insurance and its related 
and these limitations. material is part of the extensive range of specialized sales 
eech : ‘ i tools provided by the Company for the profit and support 
Personally I think the best argu- 
ments we can advance in behalf of of its field force. 
state supervision as opposed to federal 
supervision is to be found in the super- 
vision exercised by the New York state . 
da insurance department in accordance 
erm with the laws relating to the operations ASSURANCE COMPANY 
ium of life insurance companies. If we WEAD OFFICE - WINNIPEG, CANADA 
ort- ever do get federal regulation, a sig- _ 
- nificant contributing factor will be ee 5 
Be the failure of other state jurisdictions arte 
oa. to do a somewhat comparable job. scoteed 
ded Whatever may be the source of the sae 
h a criticisms and complaints which under- tee 
dol- lie your editorial, there are some of us o> | 
ini who feel very deeply that the state 8 
of of New York deserves great credit 
. in for the present high regard for and 
nily acceptance of our strong and vital life 
, Insurance business. I may have a few 
comments to add in this connection a 
n bit later. 
exe Now to be a bit more specific. In 
2, a this editorial there are several rather S50 
last categorical statements based on opinion  && 
yen certairly and not on fact which I BREEN QO wre RWKKX AA 
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Gold Won't Approve 
Present A&H Forms 


North Carolina’s Commissioner Gold 
has notified all companies writing A&H 
in the state that he will no longer ap- 
prove A&H forms which do not con- 
tain a new cancellation provision with- 
out a good and valid reason being 
shown by the company. The 1955 law, 
effective Jan. 1, requires that the 
forms contain a cancellation provision 
for a period of notice ranging from 30 
days to two years, depending on the 
longevity of the policy. The commis- 


sioner said that approval of the present 
forms could be given for only five 
months or less and would necessitate 
revision of forms before Jan. 1, 

So far, he said, no forms containing 
the provision have been submitted for 
approval although many forms have 
been submitted under the requirements 
of the present law. 

The staff of the insurance depart- 
ment cannot possibly approve all the 
new forms which will be necessary 
after Jan. 1 within a few weeks or even 
a few months. The original effective 
date of the bill was July 1, 1955, but it 








try this hat 
for size! 


That's what it boils down to when a new man joins 
the Capitol Life. Contracting with a new company is 
much the same as buying a new hat. You want your hat 
to fit well...to wear longer...and to fully meet your 
personal needs. That's why we at the Capitol Life have 
placed a lot of emphasis on our Agent Contracts. 

Our objective was to develop contracts that fully 
meet the needs of each new man in terms of his experi- 
ence, qualifications, and personal requirements... to 
develop contracts that not only “fit well and wear longer” 
but ones that will meet the real human heeds of the 
Agent. We're proud to say we've reached our objective. 
You can find proof of this in the fact that more and 
more men are joining the Capitol Life each month. More 
and more men are finding out they can finally get many 
of the things they have a right to expect from the insur- 
ance business... with one of the West's fastest growing 
regional companies. 

We think you'll like our philosophy of “finding 
the hat that fits.” Capitol men do. Just ask any Capitol 


Life representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 





= 
- 
Capitol Life 
“ys. INSURANCE COMPANY 
— DENVER, COLORADO 


WRITE: Thomas #. Daly Ii, Vice President and Director of Agencies. 


was extended to Jan. 1, to allow com- 
panies to submit forms sufficiently in 
advance of the effective date to be 
properly reviewed, Gold said. Because 
of the expected volume of policies 
to be approved for use after Jan. 1, the 
department will not be able to guaran- 
tee review and approval or disap- 
proval of any form received later than 
Oct. 15 in time for use on Jan. 1. 

He promised he would give consi- 
deration to giving interim approval 
to forms which will become obsolete 
Jan, 1 if the company shows a good 
and valid reason. 





3 Lawyers Join Kan. Department 


The Kansas department has ap- 
pointed three law graduates of Wash- 
burn College at Topeka, Kan., to its 
staff. 

They are Eberle Baldwin of San 
Diego, who was outstanding senior of 
1955; Donald L. Dean of Manhattan, 
Kan., and Joseph Peel of Pittsburgh, 
Kan. 


Clay Joins Occidental, Cal. 


Occidental Life of California has 
named Horace B. Clay brokerage man- 
ager at Richmond, Va. He formerly 
was an agent there for Massachusetts 
Mutual Life. 





Pilot Life Names3 
Assistant V-Ps 


Pilot Life has appointed three assist- 
ant vice-presidents, W. A. Gerald, 
agency supervisor since 1946 and with 
the company since 1944; N. J. Helms, 
agency supervisor in the combination 
division since 1953; and C. R. Wessel- 
hoft, also a former agency supervisor in 
the combination division. 

Mr. Helms joined the company in 
1936 and was agent, superintendent and 
manager of several of the largest dis- 
trict offices before being made agency 
supervisor. Mr. Wesselhoft also joined 
the company in 1936 and subsequently 
became assistant manager and manager 
of High Point district, and agency su- 
pervisor during second world war. 





CLU Courses Set at Chicago 


Chicago CLU chapter is offering a 
program of review courses for life 
agents and managers beginning Sept. 
26 at DePaul University’s college of 
commerce at the university’s downtown 
center, with registration Sept. 22-23 at 
the downtown center. The courses are 
offered to assist life men in preparing 
for the CLU examinations to be held 
next June. 















FIRST 





That was in 1948. 


tures: 


Income Disability. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





IS STILL BEST! 


First major company to issue a straight 
reducing Term policy without requiring its 
attachment to a chassis policy was Occi- 
dental with its Income Protection plan. 


When a buyer needs decreasing Term, our 
Income Protection plan is still first because 
it gives not just one, but all of these fea- 


Written for any income period of 10 up to 
50 years—as an independent policy or a 
rider on ’most any other plan—payable as 
income, as a lump sum, or under standard 
settlement options — convertible to insur- 
ance age 65—issued substandard to Table 
F—available with Double Indemnity and 


This spells “best” in any language. 


“A Star in the West..." 






"WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO"" 
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‘Life Companies in 


U.S. Total 1,060 


The number of life companies in the 
U.S. has increased by 183 in the past 12 


- months, bringing the total at midyear to 


1,060, according to an Institute of Life 
Insurance survey based on reports 
from state insurance departments. In 
exceeding the 1,000 mark, the number 
of life companies is more than double 
that at the end of the second war. 

There is now at least one company in 
every state in the country. Largest state 
total is for Texas where 364 companies 
were doing business June 30. The next 
states in order are: Louisiana, 86; Ala- 
pama, 36; Illinois, 35; Indiana, 34; South 
Carolina, 34. There are 10 or more 
companies in 29 states and the District 
of Columbia. 

Southern and western companies 
numbered 791, almost three times the 
number in 1945. The greatest rate of 
gain in life insurance ownership in the 
past 10 years has been in the 28 states 
of the south and west and the younger 
companies have shown a greater per- 
centage gain than the older companies. 


At midyear, there were 249 main-of- 
fice cities, housing one or more life 
company home offices. Of these, 24 had 
ten or more company home offices. Dal- 
las led with 133 companies. Other lead- 
ing cities were: Houston, 70; Fort 
Worth, 41; New Orleans, 34; Chicago, 
26; Philadelphia, 25; Indianapolis, 22; 
Phoenix 22. 

The midyear list of companies shows 
50 with more than $1 billion of life in 
force and eight of these $1 billion com- 
panies are less than 30 years old. Five 
years ago, there were only 30 life com- 
panies with more than $1 billion of in- 
surance in force and ten years ago only 
22; 

In the past ten years the number of 
policyholders in the U.S. has increased 
by more than 23 million and the aggre- 
gate insurance in force by $200 billion, 

There are 16 companies over 100 
years old and 31 are over 75 years old. 





Wilson Named Executive V-P 

W. W. Wilson, since 1953 with United 
American Life of Denver as vice-pres- 
ident and actuary, has been advanced 
to executive vice-president. He was 
formerly vice-president and actuary of 
Atlas Life of Tulsa. 








Bankers Life of Nebraska offers the “Economizer,” a 
plan which is designed to give a man maximum protec- 
tion during the years of maximum family responsibility. 


PLUS a guaranteed monthly income to his family until 
twenty years from the date of policy issue in event of his 


death— 


PLUS a cash payment after the expiration of the guaran- 


teed monthly. income— 


PLUS a cash payment in event of his death after twenty 


years— 


PLUS high cash values at retirement age, with a choice 


of options for payment— 


This excellent policy, another of Bankers Life of Ne- 
braska’s leading policy plans, is a complete program in 
itself, designed to fit the man—with a family. 


once wr Bankers Life 
23252%5° Of Nebraska 


HOME OFFICE 


XUM 


LINCOLN 





$5 Billion Juvenile 
Sales Set Record 


A record $5 billion of new life in- 
surance was sold in 1954 on the lives 
of children under age 15, representing 
16% of all ordinary and _ industrial 
sales in the year, acording to Institute 
of Life Insurance. 

At the start of 1955, the aggregate 
juvenile life insurance in force had 
reached $21.4 billion which was more 
than twice the total owned 10 years 
ago. 

A large part of recent juvenile sales 


has been made to set a thrift pattern of 
modest sized policies for children and 
give them a base of paid-up protection 
as they reach maturity,the institute 
said. A recent survey of ordinary life 
sales showed 57% of the juvenile pol- 
icies sold were on the limited payment 
plan, which would give a paid-up 
policy after a limited period. 





Rowden to Lincoln National 


Joseph H, Rowden has been named 
personnel director of Lincoln National 
Life. He has had six years’ experience 
in life insurance company personnel 
work. 





Annual renewable term. 


For $100,000 


Annual 
Age Premium 
30 $ 629 
35 691 
40 829 
45 1,065 


Risk Ordinary Life. 
For $100,000 


Age of Annual 
Issue Premium 
30 $1,705 
35 2,020 
40 2,441 
45 2,987 


for the asking. 


life plans. 


(1 
DOH 





material, Just fill in eoupon. 


Also, non-participating Selected 


Insurance Company 


DO YOU HAVE A CLIENT WHO NEEDS 


$100,000 


MORE LIFE INSURANCE? 
(But thinks he can't afford it) 


Just show him our non-participating Guaranteed Cost 





— 


A simple and complete Selected Risk Ordinary Life sales folder with 
rates, cash values, and a triple-duty sales track and proposal can be yours 


These policies are a special addition to our complete line of participating 


"Providing sound coverage at reasonable 
cost through competent representatives of 


YOO) NATIONAL LIFE 


//, WAL Nitty 





Interested? We'll be glad te send you complete information and sales 


GENERAL AGENCY INQUIRIES INVITED 


Please send me your sales material on Non-par 
policies. No obligation. 





Name. 


Address. 





ps State 








City 
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For Complete Details 
Write To 
R. DB CANNELL 
Agency V.P. 


UNION NATIONAL 
Kye Dnrsuerance Ce. 


1325 "N’ ST 
LINCOLN, NEBRASKA 












Ask Us About 


UNITED OF OMAHA'S 


AEST 


SAVINGS PLAN 


National magazines are carrying to more than 15 million American homes, the 
vital message "YOUR MONEY CAN DO TWO JOBS TOO." It's the story of 
United of Omaha's revolutionary new "20-20" plan, that helped break all records 
with the largest single day's business in the company's history ... and helped make 
1954 United's greatest year, by far! 
The "20-20" plan can do TWO jobs for you, TOO! 

Introduce you to more people... 

Increase your earnings for 1955. 


MAIL COUPON TODAY! 


AGENCY DEPT., Dept. NU 

UNITED OF OMAHA 

Omaha, Nebraska 
Please rush full information about your 20-20 plan. 
Tell me all about your LIFETIME CAREER CONTRACT, 
selling for United of Omaha. 





Send the coupon by Air Mail, 
TODAY! You'll be glad you did. 
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UNITED BENEFIT LIFE 
| 
| 
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Family Income Type 
of Contracts Gain, 
Institute Reports 


Many changes have developed in the 
past five years in the distribution of 
ownership of the various life insur- 
ance policy plans, with increased em- 
phasis being put on contracts provid- 
ing specific family income, the Insti- 
tute of Life Insurance reports. 

Life insurance especially designed 
for family financial planning appears 
to have nearly doubled in the past four 
years, while that under the basic types 
of policies such as straight life, lim- 
ited payment life and endowment in- 
surance have increased by about 20%. 
The latter, however, still account for 
more than half of all life insurance 
outstanding. 

These trends are shown in an anal- 
ysis made by the institute covering all 
life insurance in force at the start of 
this year in the United States, com- 
pared with a similar study made in 
1950. 

The straight life, limited payment 
life and endowment policies have all 
shown decreases in the proportion of 
total amount of insurance in force and 
the proportion of total number of pol- 
icies in force. In the case of endow- 
ment policies, there was an actual de- 
cline in the four years in the number 
of policies outstanding, but their larg- 
er average size resulted in an 8% in- 
crease in the amount in force. 

These three plans, however, account- 
ed for $174.8 billion of the outstanding 
life insurance at the start of this year, 
up $28.8 billion in four years. 

Group life insurance, exclusive of 
credit life insurance, totaled $86.4 
billion. 

The individual term insurance, ex- 
clusive of credit life insurance, 
amounted to slightly over $13 billion 
or about 4% of total life insurance. 

Credit life insurance has shown the 
greatest percentage gain, having in- 
creased 2% times in the past four 
years and now totaling $10.2 billion. 

Family income and other combina- 
tion policies, made up of additional 
term insurance attached to some basic 
unit of permanent insurance, have 
nearly doubled in the four years, both 
as to number and amount. There are 
now 5.6 million policies of this type in 
force, for an aggregate protection of 
$31.9 billion, compared with about 
3 million policies for $17 billion four 
years ago. 

Limited payment policies numbered 
85.6 million and accounted for the larg- 
est number of policies outstanding, 
about one-third of the aggregate. A 
large part of the limited payment pol- 
icies were industrial. About two-thirds 
of the industrial policies are on this 
plan. As limited payment policies were 
of relatively small average size, they 
represented a smaller aggregate 
amount of insurance than either 
straight life or term protection. 

Straight life accounted for $76.5 bil- 
lion or 23% of total insurance out- 
standing and endowment insurance to- 

taled $30.7 billion or 9% of the total. 

About 2 million retirement income 
policies are now in force, representing 
$11.2 billion of insurance and potential 
retirement income of over $1 billion 
annually, about one-fourth more than 
four years ago. 





Sun Life Issuing New Policy 

Sun Life of Maryland is now issuing 
a life paid up at 85, $10,000 minimum 
policy, which will be issued on both 
standard and sub-standard. 


















so 


in Pacific Mutual’s 
FIELD 
LEADERSHIP 


is pin-pointed by 
Maurice F. Bradley 
- (Merced, California) 
as the motivating 
factor in his 13-year 
achievement of top 
rank in the Big Tree 
Leaders Club, his 9- 
year attainment of 
the National Quality 
Award, and his plac- 
ing of more than ten 
million dollars of 
protection since the 
start of his career. 
Says Bradley. ‘“‘Qual- 
ity leadership, con- 
stantly supplied by 
my General Agent, 
Charlton Standeford. 
has kept me contin- 
uously on the track.” 


Quality is the dom- 


inant objective in all 


Pacific Mutual field 
procedures. 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868'» ACCIDENT Since 1885 
SICKNESS Since 1904 = RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern Calif & Ari Branch Office 


9935 Santa Monica Blivd., Beverly Hills, Calif. 
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Holmes Calls NAIC 
Central Office 
Unnecessary, Expensive 


Commissioner Holmes of Montana 
nas called the central office of National 
Assn. of Insurance Commissioners “un- 
necessary, teo expensive and showing 
no signs of returning to normalcy.” 

The commissioner made the state- 
ment in a letter to Commissioner Nav- 
arre of Michigan, chairman of NAIC 
executive committee, in response to a 
letter by Mr. Navarre requesting con- 
tributions for “maintaining and oper- 
ating NAIC and the central office.” 

Mr. Holmes alluded to the setting-up 
of a central office at Chicago several 
years ago and said NAIC “‘lost its senses 
when it threw out the common sense 
set-up that then existed.” At that time 
NAIC business was handled by the 
association secretary, who was elected 
from NAIC members. 

“Michigan may have need of the 
reports issued in duplicate from Chi- 
cago,” Mr. Holmes said, “but I am sure 
Montana can struggle along trying to 
administer the laws passed by the Mon- 
tana legislature, and receiving no help 
—nor could any help be given—from 
this bureaucracy created on the banks 
of Lake Michigan by the political law- 
yers acting as insurance commissioners. 

“If the NAIC has any reason for 
existence,” Mr. Holmes said, “it should 
have the companies it proposes to reg- 
ulate look to its organization with re- 
spect. By precept and example, it 
should put its foot down on unneces- 
sary expenses. The examination of 
companies has now gotten away from 
the control and jurisdiction of the com- 
missioners and has become a serious 
expense to the companies, not giving 
value in proportion to cost and passing 
on to policyholders extra cost that they 
should not be saddled with.” 





Ellis to West Coast Life 


in Sales Promotion Post- 


West Coast Life has appointed Wil- 
liam C. Ellis director of sales promotion 
and advertising. 

Mr. Ellis former- 
ly was director of 
sales service for 
American Mutual 
Life of Iowa, a 
company he joined 
in 1942. He also 
operated his own 
advertising service 
in Des Moines 
where he at one 
time was asso- 
ciated with the Des 
Moines Register & 
Tribune and Look 
magazine. His 
work has won 17 awards of excellence 
in the annual awards competition of 
Life Advertisers Assn. 





William C. Ellis 





Gould in New Pontiac Post 


North American Life of Chicago has 
named James O. Gould manager at 
Pontiac, Mich. 

Since entering insurance in 1946 he 
has served with Franklin Life and 
Wisconsin National Life, and has had 
experience as a general agent. 





Mo. Department Salaries Up 


Substantial increases in salaries of 
Missouri department personnel will be- 
come effective Aug. 29 when legisla- 
tion enacted by the state legislature 
becomes law. 

Under provisions of the law, the 
salary of Superintendent Leggett is 
raised from $7,000 to $10,000 annually; 
those of the deputy superintendent, 
chief examiner and actuary from $6,000 


ii: 


to $8,000; chief clerk from $4,500 to 
$5,000, and clerks from $3,000 to $3,600. 
The law also provides that adminis- 
trative assistants are not to be paid 
more than $3,600 a year. 


Potts Advanced, Randall 


Joins Wisconsin Casualty 


Wisconsin Casualty Assn, has pro- 
moted Dale B. Potts from vice-presi- 
dent to executive vice-president and 
has named Loane J. Randall secretary. 

Mr. Potts, who last year was presi- 
dent of A&H Underwriters Assn. of 
Milwaukee, was with Occidental Life 
of California before joining Wisconsin 
Casualty. 

Mr. Randall formerly was executive 
vice-president of St. Paul Hospital & 
Casualty. 


Bankers, Neb., to Have Wyo. Rally 


Bankers Life of Nebraska will hold 
its 1956 convention at Jackson Lake 
Lodge a fabulous new resort hotel in 
Wyoming. The meeting is scheduled 
for June 20-24. 

The ‘Kids’ Convention” will be held 
at the same lodge, concurrently with 
the regular convention. Children at- 
tending will be feted with their own 
private convention in the lodge, away 
from their parents. 








** GAINED 9 PLACES IN NATIONAL RANKING 
IN LIFE INSURANCE IN FORCE DURING 1954 


Ta 


Life Companies’ Loans 
on Real Estate up 35% 


U. S. life companies loaned a record 
$3,102,000,000 on real estate mortgages 
in the first six months, an increase of 
$808 million or 35%, according to Insti- 
tute of Life Insurance. 

Most companies already are so com- 
mitted for sufficient additional mort- 
gage financing for the balance of the 
year that it is possible the $6 billion 
aggregate of mortgage acquisitions will 
be passed for the year as a whole, the 
institute said. Total mortgage invest- 
ment of the life companies on June 30 
was $27,483,000,000, up $21 billion since 
the end of the second war. 





Great-West Life Names Three 


Great-West Life has named N. L. 
Corfield supervisor for its Victoria 
branch in the up-island districts of 
Vancouver Island, and also has named 
as group representatives W. H. Knox 
in British Columbia and Richard J. 
Miller at Minneapolis. 

Mr. Corfield joined the company as 
an agent at Nanamino, B. C. Mr. Knox 
formerly was in public relations work 
and Mr. Miller was a company agent at 
Minneapolis. 


Realty Investments 
Total $2,420,000,000 


Total real estate investment of all 
U. S. life companies rose to $2,420,000,- 
000 during the first six months, in- 
crease $145 million since Jan. 1, accord- 
ing to Institute of Life Insurance. 

Realty acquired in the first half was 
valued at $152 million. The largest 
block was commercial and industrial 
rental properties which totaled $115 
million and brought total holdings of 
this type to $1,392,000,000. Holdings in 
other classifications on June 30 totaled: 
company used, $549 million; rental 
housing, $456 million; farm, $9 million; 
and other, $14 million. 





Pru Expands Training Operations 
Prudential has expanded its field 
training operations by advancing K. S. 
Hawkinson, J. T. Gibney, D. M. Wilcox, 
and Weymouth Fogelberg from field 
training men to senior training consult- 


nts. 

The following staff managers have 
been brought in to serve in Illinois 
training posts in Rockford, Jefferson 
Park, Galesburg and Quincy respec- 
tively. They are M. D. Vinecore, G. C. 
Guthaus, Arthur L. Gayman, and D. C. 
Davis. 


LIFE WITH 
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EDITORIAL COMMENT 





Finding Out What the Trade Papers Want 


Massachusetts Mutual Life recently 
sent to the insurance publications a 
detailed questionnaire asking them 
about deadlines, use of pictures, and 
the type of news desired from the com- 
pany. 

This seems like a sound idea for any 
company that wants to make the most 
effective use of its publicity dollars, 
yet in 25 years of handling life insur- 
ance news we don’t recall any other 
company sending us such a question- 
naire—certainly not one with the array 
of specific questions that Massachusetts 
Mutual’s contained. 

The news policy of a paper might be 
thought, offhand, to be readily deduced 
from reading it. In general, that is 
true, but when you consider that the 
National Assn. of Life Underwriters 
has a trade-journal list of 53 papers 
that it sends releases to, it is obvious 
that it is quite a job to keep track of the 
papers’ requirements by just reading 
them. 

And even reading the trade papers is 
not always a sure guide, particularly if 
a publicity department is on the enter- 
prising side and would like to try out 
something a little out of the ordinary. 
Which papers will use such material 
and which won’t? Asking the editor 
is a good way to find out, though not 





infallible, for an editor has been de- 
fined as a man who knows exactly 
what he wants but isn’t quite sure. 
Yet a company will certainly get a 
better idea of a paper’s requirements 
by asking than by not asking. 

The Massachusetts Mutual question- 
naire reminded us how seldom com- 
panies send out releases based on 
utterances of their top executives on 
hot insurance topics of the moment. 
Not the talks made at company conven- 
tions or other insurance gatherings but 
just opinions voiced for the very good 
reason that here is an important topic 
that deserves discussion in the insur- 
ance press. 

So little of this is done that certainly 
the first to try it would have a clear 
field. There could eventually be an em- 
barrassment of riches for the trade 
papers, But even so, no editor could 
afford to ignore a well written obser- 
vation on a timely subject. 

Perhaps some executives might feel 
reluctant to “stick their necks out.” 
Yet if they did, we predict that the 
consequences would be far less terri- 
fying than is generally assumed. Like 
making a speech, it seems a matter for 
trepidation at first, but in time famil- 
iarity with the role takes away most, if 
not all, of the misgivings. 





PERSONAL SIDE OF THE BUSINESS 





J. McCall Hughes, vice-president and 
comptroller of Mutual of New York, 
has been reelected president of Con- 
trollership Foundation, research branch 
of the Controllers Institute of America. 
He has been a trustee of the foundation 
since 1952 and served as vice-president 
and executive committee chairman 
1953-54. 


Edward J. Mintz, New York Life, has 
been named chairman for the com- 
munity chest fund campaign in the Sa- 
linas, Cal., area. 


Wendel J. Drobnyk, associate comp- 
troller, Prudential, New Jersey and 
John O. Prouty, associate actuary, John 
Hancock, Boston, are attending the six 
weeks executive program in business 
administration of the Columbia Uni- 
versity graduate school of business. 
The sessions started Aug. 14. 


Chester O. Fischer, vice-president of 
Massachusetts Mutual, has been named 
to the newly created national chamber 
membership committee of the U.S. 
Chamber of Commerce. The new com- 
mittee will spearhead the chamber’s 
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efforts to further develop and promote 
business opportunities. It will combat 
opponents of the business viewpoint, 
unfriendly legislation, and indifference 
to the need for more cohesive and ef- 
fective voice for business. 


Henry F. Chadeayne, treasurer of 
General American Life, has been named 
chairman of a committee which is 
studying a possible merger or coordina- 
tion of St. Louis city and county gov- 
ernments. 


Laflin C. Jones, director of insurance 
services and planning for Northwestern 
Mutual Life, has been elected chair- 
man of the Milwaukee world affairs 


DEATHS 


WILSON J. McDONALD, 60, secre- 
tary to Carrol M. Shanks, president of 
Prudential, died of a heart attack while 
walking on the boardwalk at Ocean 
Grove, N. J., where he was vacationing 
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with his wife. His home was in Arling- 
ton, N. J. He joined Prudential in 1920 
and was with the mortgage loan and 
accounting departments in 1925 when 
he joined the law department. He was 
assistant supervisor of the law depart- 
ment until 1947 when he became secre- 
tary to the president. 


ALEXANDER N. KEMP, 76, former 
chairman and president of Pacific Mu- 
tual Life who had 
an illustrious ca- 
reer as an insur- 
ance official, bank- 
er, and financier, 
died at Los An- 
geles. 

His career began 
in 1900 with the 
Hong Kong and 
Shanghai Banking 
Corp. in London, 
England. He re- 
turned to the U.S. 
in 1903 as a junior 
executive in the 
bank’s New York office and two years 
later joined Halsey & Co. at San Fran- 
cisco. From 1909 to 1917 he was con- 
troller and vice-president of Pacific 
Light & Power Corp. and San Joaquin 
Light & Power Corp., from 1917 to 
1923 controller and vice-president in 
charge of finances of Southern Cali- 
fornia Gas Co., and from 1923 to 1928 
executive vice-president of California 
Bank. 

Mr. Kemp became president of Pa- 
cific Mutual Life in 1935 and continued 
in that position until 1942 when he was 
chairman. Taking a leave of absence, he 
served as president of American Air- 
lines from 1942 to 1945. Returning to 
Pacific Mutual, he again was named 
chairman and held that position until 
early this year when the title was abol- 
ished. He remained a director until 
his death. 





A. N. Kemp 


EDWIN H. MILLER, 43, agent at 
Chicago for New York Life, died of 
a heart attack at his home there. He 
had been an agency supervisor of 
Mutual of New York at Chicago for 10 
years before joining New York Life 
in 1945. Mr. Miller was a life member 
of Million Dollar Round Table and 
ranked as top midwest producer for 
New York Life last year. 


HARRY E. CHARLTON, retired field 
auditor of John Hancock, died sud- 
denly at his summer home in Chatham, 
Mass. He joined the company in the 
old Boston district in 1902, went to the 
home office in 1920 and retired in 1951 
as field auditor for the auditing depart- 
ment. 


CARROLL T. SCOTT, 52, Lincoln 
Nationl Life general agent at Richmond, 
Va., died there after a short illness. He 
started in insurance in 1925 as an agent 
at Richmond for Reliance Life, even- 
tually becoming manager of the Virgi- 
nia department. When Reliance was 
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Instructors for DITC 
Sought in Local Groups 


Nominations for paid instructors for 
disability insurance training coungjj 
A&H course have been requested from 
all local associations by the Interna. 
tional Assn. of A&H Underwriters. 

Local association presidents haye 
been sent application forms with the 
request that they process their mem. 
bership for competent people and en. 
courage them to apply. 

DITC was incorporated earlier this 
year as a non-profit, institutional-leyg 
organization to conduct courses in A&H 
at the local level. John G, Galloway, 
Provident L. & A., Birmingham, past 
president of the International, is sery. 
ing as interim director. 


A pilot DITC course was run in In- 


dianapolis in April, May, and June; and 
a full scale operation with courses 
throughout the country is planned for 
September. 

An organizational meeting of the 
council board is being held in Chicago 
to adopt by-laws, a budget, to plan 
the fall course, to hire a full-time dj- 
rector, and to consider instructor ap. 
plications completed as of that date. 


Liberty Life Tops ‘54 Pace 


First half gains larger than those 
for the comparable period in 1954 were 
registered by Liberty Life, insurance in 
force increasing by $47,061,997 and 
assets by $3,774,309. Assets now stand 
at $80,700,000 and insurance in force 
totals $708,249,000. 

Liberty Life, currently observing its 
50th anniversary, last February moved 
into its new home office building at 
Greenville, S. C. 








Tibbets 40 Years with Agency 


Millard A. Tibbetts was honored at 
a luncheon on his 40th anniversary 
with the W. Eugene Hays agency of 
New England Mutual Life in Boston. 
In attendance were several other long 
service agency men: Chester Perrine, 
50 years in the business; Anthony W. 
Piston, 47 years; Harold W. Smith, 41 
years; Albert S. Cushing, 40 years; 
Ernest G. Mitchell, 28 years; Lewis W. 
Avard, 36 years; and Mr. Hays, 30 
years. Also on hand was Dr. Roger P. 
Dawson, who has been medical exam- 
ner of New England Mutual Life 41 
years. 





Cite Hancock, Met Advertising 


John Hancock Mutual and Metro- 
politan Life have been given awards 
by Saturday Review, among 24 other 
advertisers, for “distinguished adver- 
tising in the public interest.” McCann- 
Erickson is the agency for John Han- 
cock, and Young & Rubicam for 
Metropolitan Life. 





Finley Named by Mass. Mutual 


Massachusetts Mutual Life has nam- 
ed Donald G. Finley assistant super- 
visor of the Pacific Coast mortgage 
loan and real estate agency. He will 
work with Supervisor Frank S. Kinen 
and Assistant Supervisor John C. Op- 
perman at Los Angeles. 
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Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
O. E. Schwartz, Chicago Mgr. 
Wieghaus, Resident Manager. 


Wabash 2-2704. 
R. J. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding. Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 


Bldg... Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—5'2 Lafayette Bidg., 
Tel. Woodward 1-2844. A. J. Edwards, Resi- 


dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman. 
Vice-Pres., J. T. Curtin Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg. 544 
Market St., Tel. Exbrook 2-3054. A. J. 
Wheeler, Pacific Coast Manager. 
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Life Companies Hold 
$450 Million in Toll 
Road, Turnpike Bord 


Life companies in the U.S. at the 
‘start of the year held $450 million in 
turnpike and toll road bonds, largely 
acquired in the past few years, ac- 
cording to Institute of Life Insurance. 

An institute survey showed 180 life 
companies have some turnpike bonds 
in their portfolios, with individual com- 
pany holdings running in excess of $25 
million in several cases, 
| The largest aggregate investment of 
| life companies in a single turnpike is 
‘the $80 million held in New Jersey 
’ turnpike bonds. Massachusetts Turn- 
_ pike and Indiana Tollroad came second 
_ with $77 million. 
| Among the other turnpike bonds held 
' py the life companies at the start of 
this year are: Denver-Bouldery Colo., 
Turnpike; Greenwich-Killingly, Conn., 
Expressway; Bay Harbor Islands, Fla., 
Causeway; Kansas Turnpike; Kentucky 
Turnpike; Maine Turnpike; New Jersey 
Garden State Parkway; New York 
Thruway; New York Jones Beach and 
Southern States Parkway; Ohio Turn- 
pike; Oklahoma Turnpike; Pennsylvan- 
ia Turnpike; West Virginia Turnpike. 

The life insurance investment in 
turnpike bonds represents the financing 
for an estimated 350 miles of toll roads 
in 14 states and the turnpike develop- 
ment is just getting under way. At the 
start of the year, it was reported that 
1,500 miles of turnpikes were in oper- 
ation, another 900 miles were under 
construction and 3,700 miles were 
proposed, making an aggregate of 6,100 
miles constructed, under way or pro- 
posed. 

Turnpike financing is one of the 
newer investment channels developed 
in this country. The first such bond 
issue was floated in 1938, when Penn- 
sylvania Turnpike was started, but 
most of the issues have come on the 
market in the past few years. There 
are now some $3 billion of turnpike 
bonds outstanding and the proposed 
issues will greatly increase the aggre- 
gate. The life companies now hold more 
than one-seventh of all outstanding 
turnpike bonds. 


McGee to Lutheran Mutual 


as Director of Agencies 


C. O. McGee has joined Lutheran 
Mutual Life of Iowa as director of 








agencies. 

Mr. McGee formerly was with Pro- 
vident Mutual Life of North Dakota. 
He started with that company in 1939 
and for the past six years was regional 
superintendent of agencies in Oregon, 
Idaho, and northern California. 


Hackett Omaha CLU Chief 


Carrol E. Hackett, Prudential, has 
been elected president of Omaha CLU 
chapter. 

Other officers are Orville J. Surber, 
Guarantee Mutual, 1st vice-president; 
William L. Olson, Prudential, 2nd vice- 
President, and Dean B. Brubaker, 
Northwestern Mutual, secretary. 








Travelers Appointments 


Travelers has made these life and 
A&H appointments: 
Carter Johnson Jr., field supervisor 
at Dallas, has been promoted to assis- 
tant manager at New Orleans with 
headquarters at Shreveport, 
Robert B. Bolt, assistant manager 
at San Francisco, has been transferred 
to San Jose in the same capacity. 
Named field supervisors were Harold 
L. More at Hartford, H. Hilton Lee at 
New York City, James R. Bryant Jr. 





Care 


XUM 


at Richmond, Kenneth Hecken at 
Brooklyn, and Victor A. Traub Jr. at 
Newark. Harry H. Hanbury, Los 
Angeles, and Neil E. Waldo Jr., Min- 
neapolis, have been named agency ser- 
vice representatives. 


First Half Auto Death 
Claims Total 19,000 


Motor vehicle fatalities accounted for 
19,000 life insurance death claims in 
the first six months and represented 
$40 million in benefit payments, ac- 
cording to Institute of Life Insurance. 

There were 20,000 claims for $39 mil- 
lion in the first half of last year. The 
increased payments were due to greater 
life insurance ownership. The first half 
of the year actually recorded a decline 
in automobile fatality rates, according 
to initial estimates. 








Carlsen Is Edgewater Manager 

Hal J. Carlsen has been named resi- 
dent manager of the Edgewater Beach 
Hotel, Chicago. Mr. Carlsen has main- 
tained a friendship with many men in 
the insurance business during his 23 
years at the hotel. He started work at 
the hotel as a room clerk in 1932, was 
named assistant manager in 1935 and 
executive assistant manager in 1950. 


Washington Nat'l Appeals 


Ark. Commissioner's Ruling 


LITTLE ROCK—Washington Nation- 
al has appealed Commissioner Combs’ 
recent decision—in which he held the 
company had engaged in unfair trade 
practices—to the Pulaski county chan- 
cery court, seeking to have the com- 
missioner’s verdict erased. The com- 
pany in its plea charged that Commis- 
sioner Combs had no legal cause to 
criticize its handling of the $1 million 
policy on the life of George S. Benson, 
president of Harding College at Searcy. 

The company seeks a court review of 
the commissioner’s decision and a set- 
ting aside of his “cease and desist 
order.” 

At a hearing about a month ago a 
Little Rock life agent, John H. Greene, 


brought charges against Washington’ 


National of unfair practices and undue 
influence when trustees of Harding 
College put a life policy with Washing- 
ton National that had been written 
previously by three other insurers. Mr. 
Greene was the agent who placed the 
coverage with the other companies. 

Both Dr. Benson and officials of 
Washington National denied Mr. 
Greene’s charges at the hearing before 
Commissioner Combs. Subsequently 
the commissioner ruled in favor of the 
plaintiff. 


Add Purser, Nutt, Gaines to 


Midwest Management Card 


Carr Purser, Hal Nutt and Charles E, 
Gaines will address the annual Mid- 
west Management Conference, sche- 
duled for French Lick, Ind., Oct. 22-23. 
They are in addition to H. Bruce Pal- 
mer, president of Mutual Benefit Life, 
previously announced. 

The conference, oldest of the asso- 
ciation-sponsored management meet- 
ings, is staged by Indianapolis General 
Agents & Managers Assn. Chairman is 
Grant O. Q. Johnson, Indianapolis Life. 

Mr. Purser, general agent for Penn 
Mutual Life in New York City and an 
officer and director of GAMC, will 
speak on “Supervision for Keeps.” Mr. 
Nutt, director of the Purdue course, 
and Mr. Gaines, director of the insti- 
tute at Southern Methodist University, 
will combine their talks to tell, “What 
the Institutes Have Taught Agents to 
Expect from Managers.” 


The Geist agency of Massachusetts 
Mutual Life at Chicago paid for $1,659,- 
500 in June, its 14th month of opera- 
tion, thus ranking third among the 
company’s 92 agencies. June was the 
second time since the agency was 
opened from scratch in May, 1954, that 
it ranked among the first 10 for month- 
ly production. 




























BROAD, LIBERAL, AND SOUND 


The Lincoln National field man offers im- 


paired risk protection as broad, as liberal, 


men. 


THE 


and as sound as modern underwriting and 
actuarial science can make it. Backed by 
a company with 43 continuous years’ ex- 
perience in the substandard field, he 
brings the comfort and protection of life 
insurance to impaired risks with expected 


mortality as high as 500%. 


Lincoln National’s broad, impaired-risk 
coverage is another reason for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
Its Name Indicates Its Character 


Fort Wayne, Indiana 


SO# , on -/955 
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Li May 25, killing about 115 people, y|=—~ 
° = West Coast ife Has of them in Udall, Kan. . 
OUR EXPANSION PROGRAM OFFERS New Low Premium Plan During the six-month period ther 
. was only one other disaster in which 3 
A TREMENDOUS OPPORTUNITY West Coast Life has introduced anew or more lives were lost—the Feb, }) 
FOR QUALIFIED AGENTS type of modified whole life policy, fire in a men’s hotel in Chicago jy 
called the “M-2”. It is different from which 29 were killed. 
* FINANCIAL ASSISTANCE the usual modified plan in that the pre- Catastrophes involving dwelling ang 
Top Commission Contracts mium remains level at all times. apartment house fires, military ayia. 
Salaried Agents Contracts __ The modification is in the amount of tion, and motor vehicle accidents took 
insurance which has an “initial face sypstantially fewer lives so far this year 
* COMPLETE LINE OF MODERN COMPETI- amount” during the first two years than last. The number of deaths in civi. 
TIVE POLICIES 3344% higher than the “ultimate face Jian aviation catastrophes is somewhat 
(Participating and Non-Participating) amount” which becomes effective be- higher. 





ginning with the third year. However, 
* SPECIAL TERM REDUCING MORTGAGE at the end of the first two years and Alaska Advertises for 
PLAN each year thereafter, a special dividend I Cc 
provides additional one year term in- [nsurance Commissione 
* EXCELLENT ACCIDENT AND SICKNESS surance which raises the total amount J 
The secretary of the Alaska insyr. 





AND HOSPITALIZATION POLICIES of protection to more than the “initial ae : 
face amount” of the plan, based on the @Mce commission advertised for an 
%* SUB-STANDARD TO TABLE “P” present dividend scale. insurance commissioner in the want ad 

(500% Mortality) The minimum size “initial face section of the Chicago Tribune, 
: P , : amount” is $10,000. The new plan may ——‘ The salary is listed as $10,000 per 
General Agencies available in Ohio, be written on a substandard basis up to year, and among qualifications desireg 
Illinois, Indiana, lowa, M’:higan and and including table D. are: College training, experience in the 
Minnesota Non-medical limits have been in- field of governmental insurance reg. u 







creased from the former maximum of ulation or with a private insurance 
$7.500 to $10,000 for males, ages 0 organization, knowledge of principle 





through 35, and from $5,000 to $7,500 and technique of insurance, familiarity 8 
The for ages 36 through 40. Both single and with underwriting and agency oper- 
E EE married women can now be written ation, and executive planning and or. 
non-medically for $5,000 to age 40. ganizing ability. 
SAL The commission is located at Juneau, 
P.O. Box 259 1 


Write: FORREST D. GUYNN Revised CLU Pamphlet Seieciie 
Director of Agencies, Dept. N-8 INSURANCE COM PANY OF AMERICA Published by College Chuisano Now Manager in 


The Old Line Life Insurance Co. 
of America HOME: DEFICEs MILWAUKEE The revised pamphlet, Announcing North N. J. for Franklin of 


Milwaukee 1, Wisconsin and Recognizing the New CLU, has : : 
been published by American College. Figg — Nee ge 
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cluded in the booklet. made assistant manager there and in 
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Toll Lowest on Record Indianapolis Life Appoints col 
Catastrophic accidents, those killing Geri Fl e in T 
ILLINOIS (Cont. five or more persons, took nearly 550 “*@Fing, ftowers in 1exds 
CALIFORNIA ( t.) B lives during the first six months of this Indianapolis Life has named two new | CANA 

































































fs year in the U. S., Metropolitan Life general agents in Texas, Jack Geringat | and Hi 
COATES, HERFURTH & Harry S. Tressel & Associates statisticians report. Tyler and Marlin H. Flowers at Wich- | ¢ Nor 
ENGLAND Consulting Actuaries The total is somewhat smaller than ita Falls. PUBLIC 
10 —— Se Cetcone 9, | aincle that a Megs first half of =. and is Mr. Gering, . CLU, has been in in- prs 
" ’ . one of the lowest on record. surance for eight years, most recently 
CONSULTING ACTUARIES M Wolfman, BSAC pig hs | Deaths in tornadoes increased ap- as a broker. He at one time was with | PINES 
San Francisco Denver Los Angeles “ ln jeanne CE. a preciably since last year, reflecting the Ohio National Life at Dallas. Mr. Flow- |  agric 
- toll exacted by the tornadoes which ers has had previous insurance exper- RHODI 
swirled across five midwestern states ience. panes 
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Haight, Davis & Haight, Inc. | 
Consulting Actuaries | 
GEORGIA & ARTHUR M. HAIGHT, President 
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more and more 
men and women 
of many lands are 
taking advantage 
of the benefits of the 
unique, personalized 
service of the 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


CANADA (50 OFFICES) ¢ UNITED STATES 
and HAWAII (55 OFFICES) ¢ GREAT BRITAIN 
& NORTHERN IRELAND (26 OFFICES) ¢ RE- 
PUBLIC OF IRELAND e INDIA (4 OFFICES) e 
ARGENTINA e¢ REPUBLIC OF THE PHILIP- 
PINES © PUERTO RICO e UNION OF SOUTH 
AFRICA e@ SINGAPORE e SOUTHERN 
RHODESIA e CEYLON e HONG KONG e 
CUBA « MALAYA e BERMUDA e BRITISH 
WEST INDIES ¢ DOMINICAN REPUBLIC e 
NETHERLANDS WEST INDIES e _ BRITISH 
HONDURAS e BRITISH GUIANA 
MALTA e HAITI 











Growing 
Faster 
Than 
Jack's 


Beanstalk 


New sales records are appearing regularly 
these days at Fidelity Life Association as 
services and facilities are expanded. A new 
monthly high figure of over $11 million 
was posted recently. A new daily high of 
$300,000 has also been put on the books. 
There's no question about it—Fidelity Life 
is “growing faster than Jack's beanstalk’. 


NEARLY 73 MILLION DOLLARS 
OF INSURANCE IN FORCE 


Fidelity Life 


ASSOCIATION 


A Mutual Legal Reserve Company 
Home Office Fulton, Ill. 











3 Argue Need of Welfare Fund Control 


(CONTINUED FROM PAGE 5) 





sive statute on welfare and pension 
funds. 

Other panelists, including Horace E. 
Sheldon, director of the industrial 
relations department of the Commerce 
& Industry Assn. of New York, George 
Faunce Jr., vice-president of Con- 
tinental Baking Co., and Mr. Segal 
disagreed. They pointed out that there 
are situations in which it is difficult, 
if not impossible, for employers to par- 
ticipate in the effective control of 
funds. If the joint control concept of 
302 is really carried out by both par- 
ties, it has a very real, beneficial effect 
on labor relations, the latter two said. 

Representatives of insurers declared 
there is vigorous price competition 
among the companies for group insur- 
ance. Gilbert W. Fitzhugh, 2nd vice- 
president of Metropolitan Life, pointed 
out as far as competitive bidding is 
concerned, the price of group insurance 
in the long run is not the initial prem- 
ium but what it costs the customer over 
a period of years. He believes that if 
legislation were to require that group 
insurance be let on the basis of com- 
petitive bidding on price, it would be a 
disservice to the people who are being 
insured. Lane Kirkland, assistant di- 
rector of social security activities, AFL, 
Washington, D. C., concurred. He added 
that it is a disservice to the public and 
to employes who are involved to imply 
that the requirement of competitive 
bidding is a solution to their problems. 

Mr. Segal said insurers do not need 
any encouragement from the govern- 
ment for competition. “I want to draw 
a sharp distinction between the major 
insurers who are very sensitive to the 
long-range implications of a bad com- 
petitive practice and other insurers that 
are not,” he said. “If you were to take 
competitive bidding strictly on a price 
basis, you would find a further devel- 
opment of what we call switching— 
where, despite the fact that one insurer 
has already amortized initial expenses 
and first-year commissions and other 
first-year costs, another insurer, trying 
to get that particular account, will come 
in with an attractive premium offer 
and will fail to point out to the trustees 
of that particular fund that in fact the 
switch means that the second insurer 
will have to charge all over again, per- 
haps in some concealed fashion, the 
very same first and second or third year 
expenses that have already been 
amortized. So if anything were to be 
done on this whole question of compe- 
tition, I would say that we need more 
policing of what happens in competi- 
tion rather than to encourage competi- 
tion just for the sake of competition.” 

Competitive bidding on insurance 
plans is desirable to assure that at least 
a number of possibilities are explored 
and that the responsible persons have 
no ulterior motive in selecting a com- 
pany. But, Mr. Kirkland said, it is not 
a solution or any guaranty that the 
group makes the right choice. If all 
groups selected their insurer on the 
basis of the low premium, the chances 
are that the bulk of the insurance might 
go to the least ethical and the worst 
insurers. 


Some other important considerations 
in determining the worth of an insur- 
ance program, Mr. Fitzhugh pointed 
out, are the services an insurer renders 
in correctly designing the plan by pro- 
viding underwriting, actuarial and le- 
gal advice; whether it is financially 
able to guarantee that claims will be 
paid whether there is an epidemic or 
whether there isn’t an epidemic. 

The state statutory requirement of 


payment of commissions has increased 
costs in some cases and induced cor- 
ruption in others, it was charged. Mr. 
Eddy expressed the viewpoint of the 
insurance business when he said: 

“It is vital that we not provide a 
better price if a commission is not paid. 
If we were to permit a system under 
which a buyer could save cost, could 
avoid a reasonable cost of distribution 
by going direct to the home office, we 
would put all home offices in competi- 
tion with their field forces and in a 
short time the field forces would dis- 
integrate.” 

The panel substantially agreed that 
disclosure of all relevant facts—item- 
ization of main expenditures, including 
fees and commissions, amounts paid in, 
amounts distributed in benefits, re- 
serves held, and so forth, should 
be required as a deterrent to abuses. 
However, insurance representatives felt 
that disclosure should be limited to 
jointly adminstered collectively bar- 
gained plans. The labor representatives 
strongly urged that disclosure should 
apply to all welfare plans, including 


those unilaterally administered by em- 
ployers. 

Mr. Sheldon said that Commerce & 
Industry Assn. of New York sees the 
need of improving the Taft-Hartley act 
because section 302 is inadequate, but 
it wants states first to be given an 
adequate opportunity to erect controls 
needed at that level before an attempt 
is made by Congress to write a com- 
prehensive federal program. 

Mr. Cruikshank said that before de- 
ciding which government is to handle 
the issue, the whole question of the tie- 
up between state insurance depart- 
ments and the insurance business be 
checked very thoroughly and the ade- 
quacy of state legislatures to handle 
problems of this kind be measured 
carefully because of the lack of rep- 
resentation of labor in state govern- 
ments. 





Ford to Atlantic Life 


Phillip Ford, formerly an agent of 
Continental Casualty in New York 
City, has been appointed field assistant 
in the A&H department of Atlantic 
Life. He will assist H. Stanley Marma- 
duke, A&H manager, and spend time in 
the field. Mr. Ford entered insurance 
in 1946 with Liberty Mutual. 
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Role of N. Y. Law Defended by Executive 


(CONTINUED FROM PAGE 7) 





if any, must be paid for by the policy- 
holders in the form of limitations or 
curbs or restrictions sometime in the 
future. I do not need to spell out in 
detail what form these curbs or 
limitations or restrictions may take 
but we have both seen them become a 
part of company practices in order to 
overcome earlier mistakes. 

Then you go on to say, “competition 
will insure that compensation levels 
are high enough without being too 
high.” The tone of your editorial would 
suggest that, in your judgment, present 
compensation levels are too low. How 
high do you think the compensation 
levels should be and who is registering 
a strong complaint about these present 
compensation levels? I quickly realize 
we are not going to get anywhere by 
this type of analysis and interrogation 
but perhaps you can see why I question 
your statements. 

I should like to suggest that we to- 
gether take a larger and longer look 
at our business in terms of our existing 
commission scales. Theoretically it 
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would seem to me that the distribution 
costs of a product should gradually 
come down as the product becomes 
better known and more widely ac- 
cepted. Take for example the exper- 
ience of the power and light companies 
in securing needed financing. 

In the early days the power compa- 
nies had to pay a high rate of interest 
on their mortgage indebtedness and the 
broker’s commission for raising equity 
capital was very substantial. The situa- 
tion has completely changed today. 
Perhaps this analogy that I have 
selected is not a good one, but I 
strongly suspect that the merchandis- 
ing expense of radios, automatic wash- 
ing machines, disposal units, television, 
nylons and even mutual funds was 
initially much higher than it is today 
with the increased public acceptance 
of all these items. 

It seems to me that in view of the 


your conclusion that the distribution 
costs of insurance might properly be 
increased. In this connection it is 
rather interesting to point out that 
studies we have made over the years 
show that the commission incomes of 
our men have more than kept pace 
with rising living costs. 

There is one basic condition which 
I keep constantly in mind which has 
perhaps escaped you. Strictly speaking, 
we have to work with a premium 
dollar which contains exactly 100 cents. 
These 100 cents must take care of all 
operating expenses, commission, taxes 
and provide benefits to our policy- 
holders. 

Any time you allocate a larger num- 
ber of cents to any one group you must 
take away a corresponding number of 
cents from some other group. The pro- 
blem confronting management is to 
increase benefits wherever possible by 
improving the efficiency of our opera- 
tion but not by attempting to stretch 
dollars. 

This is a point of view that I have 


generally conceded increased aware- expressed frequently with our field 
ness of the benefits provided by life organization. The thoughtful and suc- 
insurance and the increased acceptance cessful life insurance agent today is 
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not, in my judgment, greatly concerned 
about his commission schedule, He is 
more likely from my experience to 
express concern as to whether the pub- 
lic, if generally aware of that scale, 
might not think it was unreasonably 
liberal. After all, a commission of one 
half the first premium payable the first 
year and all of the first premium paid 
out in commissions over a period of 
years might well be regarded as being 
somewhat excessive. 


I will freely concede that the suc- 
cessful agent doing an advanced or 
specialized type of selling may be 
called upon for a greater amount of 
time-consuming service. Here again I 
wonder if he is not adequately com- 
pensated for the service work he per- 
forms. One of our better agents was 
in my office yesterday and among 
other things mentioned this increasing 
service work to which he is committed. 
At the same time he mentioned that the 
2% service fees under his career con- 
tract are giving him presently an in- 
come of between $10,000 and $12,000 a 
year. This rather substantial amount of 
service income would seem to support a 
rather extensive amount of service 
work. 

In actual practice a statutory limita- 
tion of the percentage of premiums 
which may be paid out in commissions 
does not necessarily result in a com- 
pensation ceiling for the agent. When 
inflation comes and the price levels 
rise, the size of individual insurance 
sales also tends to go up. 

With a larger market in which to 
operate and the size of the sale increas- 
ing, our agents have been able not only 
to keep pace but keep pretty well 
ahead of rising living costs. 

Then a little later on in your editor- 
ial you go on to say that “up to a point 
these (so-called blue-collar workers) 
prospects should not object to paying 
the higher price that these high com- 
missions would invglve.” I don’t really 
see quite how you are justified in 
making such a broad statement. I 
would only make this observation. 
These prospects may not be vocal in 
their protests but this sort of discrim- 
ination would certainly be used to ad- 


vantage by the state savings banks in 
their life insurance departments. 


Now I wonder if you really do be- 











lieve that the agents of a high-cost, 
relatively non-competitive company 
would improve their production by in- 


creasing their commissions. I rathe} 
doubt it. Please remember that th 
successful agent is doing reasonably ' 
well under existing commission sche. | 
dules and the unsuccessful agen 
couldn’t make a living if he receive) 
all of the premium dollars he collects | 

Furthermore, remembering that the | 
company only has these 100-cent dol. 
lars to work with, if the agent recetnes| 
a larger share there will bea relatively | 
smaller share remaining for the policy. | 
holder and the competitive position of f 
the company will thereby increasingly | 
worsen. At this point the company js 
really in a fix, and will search ip 
every conceivable direction and possj- 
bly adopt further unsound and expe. 
dient innovations in order to attempt 
to maintain its position. At this point 
the company would probably run into 
further restraints and restrictions » 
the law and hope to have them abol- 
ished so it could pursue its own course 
freely and unhampered. This, in my 
judgment, is the sort of thing that 
would gradually lead the business back 
to the adoption of unsound and ill-con. 
sidered practices which we saw at the 
turn of the century. 

Perhaps we can find a bit of common 
ground in the assumption that it is the 
responsibility of the state to protect 
the interests of the policyholders. If 
we accept this premise, how would it be 
possible for the jurisdiction to protect 
the interests of the policyholders if 
it did not impose some restrictions and 
restraints on expenses? A large part 
of the total expenses incurred by a 
company is paid out in the form of 
commissions. 

It would seem to me to follow quite 
logically that the state has a right and, 
in fact, a responsibility to the policy- 
holders to concern itself with the 
amount of commissions paid. Further- 
more, I have a conviction that this 
supervision of commissions is a great 
safeguard and truly in the public inter- 
est. It gives the management of a com- 
pany a basis for avoiding the inordin- 
ate and unreasonable demands of some 
organized, self-interested pressure 
group to secure for themselves com- 
pensation or other benefits and privi- 
leges which would be excessively high 
or even exorbitant. 

You are, of course, thoroughly famil- 
iar with the excesses and abuses that 
were rather common to our business at 
the turn of the century. You have un- 
doubtedly read much of the conditions 
and circumstances existing in the busi- 
ness which produced these unfortunate 
practices. 


Today it seems to me we have some 


of these same factors at work and most 
certainly we have a terrifically com- 
petitive situation existing within our 
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pusiness. Frankly, I see many things, 
some of which I do not understand 
which I strongly deplore. These things 
are possible even with all the restric- 
tions and curbs to which you refer. 

Suppose we eliminate more of these 
restrictions and restraints. Are you 
quite convinced in your own mind that 
life insurance management today could 
successfully withstand the insistent 
pressures that would be built up on all 
sides to engage in all sorts of practices, 
possibly some good but undoubtedly 
many of them bad and certainly not 
in the interests of the policyholders or 
the general public? 

I believe in one of your news items 
or possibly an editorial some time ago 
you referred to the New York law as 
being archaic. Well perhaps it may be 
in one or two minor directions and cer- 
tainly the law should be changed in 
terms of new and different conditions 
which were not anticipated when it 
was enacted. Then, too, we are living 
in a changing world. The scientific 
advances alone are amazing and 
preathtaking. Our business must, of 
course, keep our minds open and be 
on the alert to meet change with 
change. 

At the same time let’s neither of us 
forget that human nature _hasn’t 
changed very much and it probably 
won't. It seems to me in this connec- 
tion that we must both remember that 
the moral law has not changed and 
neither has our basic evaluation of 
ethical principles. The management of 
all companies must continue to identi- 
fy and align themselves with these 
moral and ethical considerations. 

eo e e 

The New York state insurance code, 
in my judgment, over the years has 
served the life insurance industry very 
well indeed. Although criticized by 
other jurisdictions, I am confident that 
it has had a salutary effect on the sup- 
ervisory attitudes of other states. The 
curbs and restrictions and restraints 
which you criticize, in my judgment, 
are as greatly needed today as they 
were when they were adopted over the 
past fifty years. They have contributed 
much to the well being of our business. 
They have required faithful compli- 
ance from the sixty odd companies op- 
erating in New York state. There is a 
strong possibility that rather than less, 
the business should have more super- 
vision. In the case of my own company, 
which is dedicated to the principle and 
task of serving the best interests of 
our policyholders, we would not be the 
least fearful of such extended super- 
vision. 

Perhaps I seem to have gotten a 
little off the subject of compensation, 
but it seems to me to be all wrapped up 
in the broad question you have raised. 
There are many other observations I 
might make on your editorial, but I 
am sure I have already said enough to 
convince you at least that I am in com- 
plete disagreement with what you have 
said and your underlying philosophy. 
This is just for your information and 
does not constitute a formal statement 
which I would expect you to publish. 


Prudential Promotes Two in Minn. 


Emil Kelm Jr. has been named staff 
manager for Prudential at St. Cloud, 
Minn., to succeed Louis T. Coursolle, 
who has been named senior training 
consultant at the Minneapolis region- 
al home office. 

Mr. Kelm joined Prudential in 1952 
as_an agent at St. Cloud. 

Mr. Coursolle joined the company at 
Minneapolis in 1934 and was promoted 
to staff manager at St. Cloud in 1950. 
Prior to his transfer, he was president 
of Central Minnesota Life Underwrit- 
ers Assn. 


Pacific Mutual's Univac 
System to Test Value 


for Smaller Companies 


Pacific Mutual Life plans to begin 
operation of its electronic data pro- 
cessing system this month at the Los 
Angeles home office. 

The $2 million Remington Rand Uni- 
vac is the first of its type to be used 
strictly for office record keeping on 
the Pacific Coast. The only similar in- 
stallation is used for research activity 
by the atomic energy commission at the 
University of California. 

The system will replace 1,750,000 
record cards by recording them on 
60 reels of magnetic tape, each about 
8 inches in diameter. 

An entire wing of the building has 
been completely remodeled to house 
the 17 Univac units which make up 
the system. It was necessary to open a 
section 70 feet square in one of the 
outer walls to get some of the larger 
units into the building. 

Industrial and commercial firms 
have indicated an interest in Pacific 
Mutual’s conversion to electronic 
equipment since the company is 
medium-sized and will serve as an 
indication of the degree to which such 
systems are feasible for smaller com- 
panies. 


W. R. Nethercut Retires 


William R. Nethercut, assistant 
counsel of Northwestern Mutual Life, 
has retired under the company’s re- 
tirement plan. He was in charge of 
the title division. 

The son of a Northwestern Mutual 
attorney, Mr. Nethercut’s first associa- 
tion with the company dated back to 
1907 when he worked part-time while 
in high school. He was with the 
company from 1913 to 1916 while 
attending Marquette University law 
school and then rejoined the company 
in 1924. 








Biggers Heads New Insurer 


B. F. Biggers, who retired from active 
management of life insurance com- 
panies in Oklahoma and Texas eight 
years ago, has reentered the business 
as president of the newly organized All 
States Life of Dallas. Mr. Biggers or- 
ganized the Republic Mutual Life of 
Dallas, which later became the Re- 
public National Life, and he also form- 
ed the Republic Life of Oklahoma. 





Monumental Life Promotes Four 


Monumental Life has promoted 
Ernest Schiavone, Robert A. Walther, 
both of Cleveland, James J. Herbert, 
Washington, and William E. Silcott, 
Gary, Ind., to staff managers in those 
cities. 





Guarantee Mutual July Sales Up 


Paid for sales of new life insurance 
and Guarantee Mutual Life during July 
exceeded by 22% sales for the same 
month of last year. The number of con- 
secutive gain months is seven for the 
year and for the first seven months the 
company is ahead of 1954 by 31.5%, 
according to J. D. Anderson, agency 
vice-president. The Car] M. Leonard & 
Son agency of Tulsa was the leader for 
the month. 





Set up Fla. Painters’ Group Plan 

A plan providing group hospitaliza- 
tion, death and wage benefits for 
1,600 members of Miami Local 365, 
AFL Painters Union, and their de- 
pendents has been set up as first of 
its kind in Florida. 

Death and-~ weekly sick benefits 
cover the employes, while the rest 
of the benefits are applciable to wives 
and children under 19 years of age. 
Six hundred hours of covered work 
are required to obtain initial benefits. 
Journeymen doing bona fide work for 
their own account may pay into the 
fund. 

Employers pay 8 cents a man-hour 
worked into a health and hospitaliza- 


tion fund and 2 cents into an adminis- 
trative fund. The plan is administered 
by three trustees from the employers 
and three from the painters. 


United L. & A. Advances Ring 


Howard T. Ring has been appointed 
claims manager for United L. & A. F. 
Edward Rushlow, former vice-presi- 
dent and claims manager, has retired. 

a Ring has been with United since 








Celebrates 55th Anniversary 
Frank E. Bossart, Provident Mutual 
Life, Greensburg, Pa., was honored 
at a luncheon by nine members of the 
Pittsburgh agency on the completion 
of 55 years of service. He was pre- 
sented gifts on behalf of President 
Thomas A. Bradshaw and members 
of the agency by Manager Nelson A. 


White. Mr. Bossart is past president 
of Westmoreland. Assn. of Life Under- 
writers. 





American United Names 


Two Assistant Actuaries 


John W. Lincoln and Paul J. Over- 
berg have been named assistant act- 
uaries by American United Life. Both 
are associates of the Society of Act- 
uaries. Mr. Lincoln joined the com- 
pany in 1953 after several years of ex- 
perience in the life insurance field. His 
responsibilities will relate primarily to 
the actuarial reinsurance service, mor- 
tality studies and other applications of 
statistical method. Mr. Overberg began 
in insurance in 1950 and joined Amer- 
ican United in 1954. His duties will be 
primarily in the direct ordinary price 
and design area. 





Since its inception, Cal-Western’s “YOU, Inc.” training program for agents has 
attracted interest from many segments of the life insurance industry. If the program 


has enjoyed above-average success, we believe it is due, 


first to extremely care’ 


selection standards, and second to certain basic concepts around which “YOU, Inc.” 
is framed. In this series of messages, we present some of these concepts... 
the spirit of boastfulness . . 
as a whole. 


not in 


. but because they may be of value to the industry 





The best way to learn is to put newly-acquired 


knowledge into action. Industry applied this 


principle with phenomenal results during the 


last war. Cal-Western was one of the first life insurance 


companies to adapt the technique to sales training. Each 


step in our “YOU, Inc.” program 
proceeds from office instruction 
to field application. We firmly 
believe it builds confidence 
earlier . . . and lays a sounder 
base for future development. 


WN 





No. 3 OF A SERIES 

















READY FOR YOUR OWN BRANCH? 


Show us you can recruit and “‘build’’ men and we’ll make you an attractive 
offer. We provide and equip office, finance men and furnish training program. 


Salary, bonus and other benefits. 


Opportunities for your own Branch right now in lowa, Minnesota o; the 
Dakotas. Write box G-25, The National Underwriter Co., 175 W. Jackson 


Blvd., Chicago 4, Ill. in confidence. 
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Pilot Life Names GAs 


at Greenville, Savannah 


Pilot Life has appointed Frank K. 
Hinnant and Michael J. Cuman general 
agents at Greenville, S. C., and Savan- 





F. K. Hinnant M. J. Cuman 
nah, respectively. Mr. Hinnant, who 
has been agent and agency supervisor 
at Charlotte, succeeds R. C. Simpson, 
general agent more than 30 years. Mr. 
Simpson will continue to represent the 
company in personal production. 

Mr. Curran entered insurance in 1953 
with Franklin Life. 


Hits New July Sales High 
July sales of Indianapolis Life were 
the highest for any similar month in 





company history, again of 29% over 
July of last year. Sales for the year to 
date are 16% ahead of last year. 

Jack Peckinpaugh, Muncie, Ind., 
was the leading agent during July, and 
topping all agencies was the Brougher 
agency at Columbus, Ind, 





General American Cuts 
Creditors Group Life Rates 


General American Life’s creditors 
group life rates have been reduced in 
most classifications. In some cases, 
both for voluntary and automatic 
participation, premiums have _ been 
lowered as much as 20%. 

The maximum amount of insurance 
on an individual life has been increased 
from $5,000 to $10,000, and for the first 
time the coverage will be available 
with or without a total and permanent 
disability benefit. 





Pacific Mutual Sets Sales Mark 


Pacific Mutual Life experienced 
its biggest production month for the 
June 16-July 15 period. New ordinary 
business topped the $25 million mark, 
20% better than the previous high 
and 2% times the corresponding 1954 
period. 

Leading general agent for the month 
was A. E. Kraus, Los Angeles. 




















This is the fifth of a series of advertisements 
about Kausas City—-and Kansas City Life. 


Which one of these men comes 
from Kansas City? 


Doctor, lawyer, merchant, chief—you’ll find them all in the Heart of 
America—and that’s the answer. AJi these men come from Kansas City! 


Kansas City is the cosmopolitan Heart of America. The million people 
who make up this growing metropolitan area come from all walks of life 
—and from all sections of the country. 


They've found something “special” in Kansas City—something fine. It’s 
the friendly progressive spirit that’s as sincere as the firm clasp of a hand. 


The spirit of this friendly cosmopolitan city is reflected by the more than 
2,000 men and women who represent Kansas City Life in 39 states and 
the District of Columbia. You find it in their ability to recognize and deal 
with all types of people. It has won them the respect of their neighbors 
and success in business as insurance counselors. 


KANSAS CITY LIFE INSURANCE CO 


City. 


Becoadway cot Armovr, Kenses 





Equitable, Ia., Has Best July 


The greatest July in history of Equit- 
able Life of Iowa was recorded with 
$11,321,865 of new paid production, 


— 


bringing production for the first sey. 
en months to $82,510,989, a gain of 
9.7% over the comparable period ip 
1954. Life insurance in force was ip. 
creased to $1,400,043,636. 
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EDUCATIONAL DIRECTOR 

Pan-American Life Insurance Company, one of America's fast growing 
companies, needs a man to take over and direct the educational pro- 
gram of our Field Organization. We would prefer a man who has had 
experience both in the Field and in a Home Office. He will live in 
America's Most Interesting City" and work in one of the most beau- 
tiful Home Office Buildings in the United States, with the swellest kind 
of people. Send résumé, with picture, in confidence to Kenneth D. 
Hamer, Vice-President and Agency Director, Pan-American Life Insur- 
ance Company, 2400 Canal Street, New Orleans 19, Louisiana. 











ASSISTANT AGENCY MANAGER 

WANTED IN CHICAGO 
Here is an exceptional opportunity to step 
into a good position as an Assistant Man- 
ager in one of the largest Agencies of a 
moderate sized Midwest Company. The 
Company writes both Life Insurance and 
Accident and Health Insurance. This 
Agency gets its business from general in- 
surance men. The Assistant Manager would 
help close business and also would help re- 
cruit new general insurance men. Applicant 
needs a minimum of two years personal 
production with some supervision experi- 
ence desirable. Age 30-45. Chicago and 
vicinity. Salary and commission. Give full 
details and photo in first letter. All replies 
confidential. Address Box G-68, The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





OPPORTUNITY IN 


Life Sales & Programming 


Life insurance company in New York 
City seeks young man 25-30 with life 
sales or programming experience to 
join Business Development Department 
in home office. Must be college grad- 
uate. Will program and advise policy 
holders by mail. Will counsel in person 
with policy holders at home office. 


Opportunity For Advancement 


Staff benefits include liberal Retire- 
ment, Disability Income, and Group 
Insurance Plan. Please write giving full 
personal and business data as well as 
salary requirements. All replies held 
confidential. Box NU 1391, 221 W. 4lst 
St. New York 36. 




















GROUP ACTUARY 


A vacancy is arising in the position of 
group actuary in our rapidly expanding 
Group Department. This position contem- 
plates full responsibility, under direction 
of the vice president, for all actuarial and 
statistical phases of group term life and 
A & H insurance. Premium income this 
year will be in excess of $30 million. 


If interested, write to me in confidence 
giving experience and personal data, with 
picture. Desire Fellow of the Society. 


Ralph J. Walker, F.S.A., Vice President 


Pacific Mutual Life Insurance Company 
Box 6050 Los Angeles, California 


WANTED 
AGENCY MANAGER 


A progressive Life and A & H Company, 
Home Office in Dallas, Texas, offers an ex- 
cellent opportunity to an able man quali- 
fied to recruit and train men and demon- 
strate the selling of Life and A & H insur- 
ance in the field, for an established agency 
in Fort Worth, Texas. All eligible associ- 
ates have been informed of this ad. Ex- 
cellent opportunity for the man who wishes 
to build for the future with aggressive and 
expanding organization. Salary, commis- 
sion, expense account. State age, address, 
present occupation, past experience, ref- 
erences, and enclose photo with first letter. 
Reply in confidence to Box 6-55, The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 














AVAILABLE 

Interested in Home Office connection for field 
work. Twenty-four years experience as agent, gen- 
eral agent and state manager. Always produced 
personally around $400,000 annually besides 
training and recruiting men. Average annual 
earnings last 10 years over $18,000. Would like 
to use my ability, sales ideas, etc., over larger 
territory. Prefer midwestern and medium size 
company; however, size or location no obstacle. 
Address Box G-78, The ‘National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





AGENCY SUPERINTENDENT 


Rapidly growing mid-western com- 
pany specializing in H&A needs 
man in $10,000 per year range to 
establish agencies. Must have prov- 
en ability to recruit and train. Will 
have option of salary and bonus or 
commission. Write full details of 
background and experience to Box 
G-75, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, 
Ill. 





MANAGER 

Well established general insurance agency in 
central Ohio city, population of 80,000, seeks a 
man of experience capable of taking charge of 
Life, Accident and Health department. Must be 
qualified to produce business and train sales 
force. State experience and qualifications. Box 
G-66, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 


ACTUARIAL POSITION AVAILABLE 


A multiple line life company located in a medi- 
um size Eastern city wants a young man 25 to 35 
with actuarial qualifications and experience. At 
least four actuarial examinations. Group ex- 
perience desirable. Write Box G-71, The National 
Underwriter Co., giving background, experience, 
military status and salary requirements. 
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Western States Officers 
Say Murchison Won't 
Win Company Control 


FARGO, N. D.—Executives of West- 
ern States Life have expressed confid- 
ence that the Murchison interests of 
Texas will not succeed in getting con- 
trol of the company. Walter B. Lehm- 
kuhl, vice-president of Western States, 
said the management is trying to per- 
suade stockholders to sit tight in the 
face of the $5 per share offer made by 
the Texas people. 

The stock has been selling at $2.50 
to $3 a share. P. R. Barry, a Fargo fi- 
nancial consultant, is representing Mur- 
chison. It is not known how much stock 
the Texans have acquired. 

Last winter C. W. Murchison in- 
terests bought control of Midland Na- 
tional Life of Watertown, S. D., and 
there are reports here that he also is 
interested in getting control of Pro- 
vident Life of Bismarck, N. D. 

Western States Life has about $62 
million of insurance in force and assets 
of about $12,500,000. There are 341,000 
shares of stock outstanding, owned by 
approximately 8,000 stockholders. 

C. W. Murchison presently is form- 
ing a new $16 million life insurance 
company at Richmond, Va. The state’s 
corporation commission has granted a 
charter. The $16 million is the author- 
ized capitalization. None has been paid 
in so far. Other Murchison-controlled 
companies are Atlantic Life of Virgin- 
ia and Lamar Life of Mississippi. 
Various officers of these companies, in- 
cluding Presidents R. V. Hatcher of 
Atlantic Life and Peter K. Lutken Sr. 
of Lamar, are listed as officers of the 
newly-chartered insurer at Richmond. 





22-Year-Old Akron Agent 
Writes $315,000 in lst Year 


Production that would make many 
veteran agents envious was registered 
’ by 22 year old 
Marjorie H. Conger 
during her first 
year as a North- 
western Mutual 
Life agent. 

The attractive 
Akron miss, a 
business graduate 
from Ohio State 
University, wrote 
$315,000 during her 
first 12 months as 
a full-time agent. 
Even then Miss 
Conger was away 
from her home city 
for several weeks on vacation trips 
that involved considerable travel— 
something, she points out, that would 
not be possible for her in any business 
other than life insurance. 

Eliminating fear of the future by 
creating immediate family and personal 
estates is Miss Conger’s greatest sat- 
isfaction from life insurance. She adds, 
however, the business is as rewarding 
as it is interesting. She finds particular- 
ly attractive the fact that she can work 
as many or as few hours as she wants, 
and when she wants. 

A strong advocate of organizaing the 
working day, Miss Conger makes calls 
only after previously arranging an 
appointment. She sets up nearly all 
appointments by phone, and finds this 
a great time-saver. 

Miss Conger, who intends to make a 
career of life insurance, is beginning 
the CLU studies and attended the 
course conducted for women at the in- 
surance marketing institute at Purdue 
University. She is an insurance pioneer 
in the Conger family as her father and 
a brother are physicians and another 
brother is a geophysicist. 





Marjorie H. Conger 





The San Francisco office of Canada 
Life has moved to new and larger 
quarters at 200 Bush street. 


Ask Government Health 
Plan With 3 Options for 
Servicemen’s Dependent 


Defense Department has submitted 
to Congress a proposal to provide medi- 
cai care for dependents of military 
personnel under three optional plans, 
one of which would be contributory 
health insurance written by private in- 
surers. 

Under the insurance plan option, 
servicemen would pay not more than 
30% of the monthly cost nor more than 
$3 a month and the government would 
contribute toward the premium. 

Dependent care also would be pro- 
vided in military medical facilities 
subject to availability of space, facili- 
ties and capabilities of the medical 
staff. A third option would provide 
care through civilian medical sources 
for dependents not taking part in an 
insurance plan, provided no military 
medical facilities are available to them. 

The insurance plan would cost the 
government an estimated $73 million, 
with about 900,000 expected to partici- 
pate. Gross cost of medical care per- 
formed under the plan is figured at $88 
million, with contributions of service- 
men at $3 per month per family esti- 
mated at $15 million. 

Inclusion of the insurance option is 
the major revision made in an earlier 
proposal, under which the Secretary of 
Defense would have been authorized 
to use insurance as a secondary alter- 
native in special instances where it 
was felt that such an approach would 
be the most economical. The plan 
resulted from a study undertaken two 
years ago by a special advisory com- 
mittee investigating how the govern- 
ment could pay for the cost of medical 
care incurred by military dependents 
unable to make use of post medical 
facilities because they reside too far 
away or becatse of inadequate military 
medical facilities. The committee ad- 
vised against any insurance plan, and 
the original bill restricting use of pri- 
vate health insurance to special cases 
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under the secretary’s discretionary 
authority resulted from its recommen- 
dations. The new proposal, however, is 
broader and more flexible. 





]. F. Dew Heads North America 

J. Franklyn Dew has been elected 
president of North America Assurance, 
succeeding Robert U. Woods who has 
been elected chairman, Mr. Dew joined 
the company in 1938 and has been on 
the board since 1940 and vice-president 
since 1942. Mr. Woods, one of the foun- 
ders of the company, joined it as vice- 
president in 1937. Vice-president John 
M. Dew has been elected to the board. 
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“Son The Maccabees team) . . . but also in The Maccabees, who, through 
™“theit:package insurance program offer plans to fit every primary need. 
». Then, too, Mr. Maccabees Agent gets high-powered sales aids es 
R yto-produce qualified prospects. He doesn’t even have to pay : 
“Sypostage costs on his direct mail! y 4 

“Finally, of course, Mr. Maccabees Agent's income makes hima __ 
retty confident fellowzeAnd" lie "can expect it to increase still more 
: support . . . progressive field depart-»” 


0 Robert O. 
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cities of the United States and Canada 


Nicol Joins Commonwealth 


William K. Nicol has been named 
controller of Commonwealth Life. 

A fellow of Society of Actuaries, Mr. 
Nicol formerly was with Teachers In- 
surance & Annuity. 





Chairman Robert C. Walker of Life 
of Virginia, who died last December, 
left assets worth $2,026,250, according 
to a partial inventory of the estate 
filed in Montgomery County, Pa. Larg- 
est item was 780 shares of stock in 
Life of Virginia valued at $1,278,000. 
Mr. Walker, an attorney, resided in 
Ardmore, Pa. 
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Ohio State Life Offers to 
Buy Midland Mutual Stock 


(CONTINUED FROM PAGE 1) 
stockholders to 10% of that amount. 

Midland Mutual in 1954 had new 
sales of $33,927,925, and insurance in 
force at year end of $278,249,834. As- 
sets at Dec. 31, 1954, were $85,155,611. 

Ohio State Life’s 1954 sales amount- 
ed to $34,464,473, and at year end it 
had insurance in force of $286,293,757 
and assets of $75,564,494. The company 
was organized in 1906. 

Chester O. Sullivan, president, said 
Midland Mutual has not entered into 
any negotiations whatever with Ohio 
State Life or any other company re- 
garding merger. “On the contrary, the 
Midland proposes to mutualize and 
turn control of the company over to its 
policyholders.” 

“Under the Midland’s charter,” he 
said, “the value of its stock is limited 
to $200 per share. By the charter which 
they adopted the founders of the Mid- 
land imposed this limited stock value 
upon themselves and ail future stock- 
holders and further provided specif- 
ically that the surplus of the company 
belongs to its policyholders. These two 
principles that our policyholders rights 
are paramount and our stockholders 
rights are limited have been guideposts 
which our company has faithfully ob- 
served throughout its almost fifty years 
of operation. In order to preserve these 
principles and fulfill the obligations 
imposed by our charter and in order to 
guarantee that our surplus will be pre- 
served for our policyholders our di- 
rectors have adopted a plan that the 
company be completely mutualized. 
This means that if the plan of mutual- 
ization is approved by our stockholders 
the Midland will be owned entirely by 
its policyholders and its surplus will 
be exclusively within their control as 
contemplated by our charter. 

“Each stockholder of the company 
upon acceptance of his stock certificate 
assented and agreed to this method of 
protecting policyholders. By approving 
the proposed plan of mutualization our 
stockholders will fulfill their obliga- 
tions under the charter.” 

In another statement describing ben- 
efit to policyholders of mutualization, 
Mr. Sullivan emphasized these points: 

Mutualization would guarantee that 
the surplus of the company—amounting 
to more than $6 million—would be pre- 
served for the policyholders, as re- 
quired by the Midland’s charter. 

Under the mutual plan, all earnings 
of the company would belong to policy- 
holders, since there would be no stock- 
holders’ dividends to be paid. 

“Mutualization,” Mr. Sullivan added, 
“would mean that the Midland would 
be owned entirely by its policyholders 
and its surplus would be exclusively 
within their control. Moreover, con- 
version of the Midland to a purely mu- 
tual life insurance company would 
safeguard this surplus from any danger 
of dissipation or loss.” 

“It is obvious,” Mr. Sullivan con- 
tinued, “that the founders of the com- 
pany intended the Midland to be, first 
and above all, a policyholders’ company. 
They limited the amount of dividends 
which could be paid on the stock. They 
limited the value of the stock to $200 
per share. They specifically provided 
that the surplus of the company belongs 
to the policyholders. From this it is 
clear that they intended that the rights 
of policyholders should be paramount. 

“Turning control of the Midland over 
to its policyholders is a step contem- 
plated by the founders of the company,” 
Mr. Sullivan added. “The charter which 
they adopted specifically gives the di- 


rectors the right to retire the stock and 
convert the company into a mutual 
company. Each stockholder assented tc 
this provision of the charter when he 
purchased his stock.” 





Laws Clarify Stepchild 
and Stepparent; Allow 


Lump Sum Lawyers Fees 


WASHINGTON - President  Eisen- 
hower signed bills to permit lump sum 
payment of attorneys’ fees in suits 
for waiver of premium on account of 
veterans’ total disability and to re- 
define the terms “stepchild” and “step- 
parent” under servicemen’s indemnity. 

One law requires that a stepchild be 
a member of insured’s household, 
unless designated as beneficiary by 
insured, and that a stepparent, unless 
designated as beneficiary, show he 
stood in loco parentis to insured prior 
to the latter’s attainment of 21 years of 
age and for a period of not less than 
one year prior to his entry into active 
service. The bill’s purpose was to 
correct deficiencies in this section of 
the servicemen’s indemnity act of 1951. 

The other law amends a section of 
the world war veterans act of 1924 to 
provide that in any suit brought by 
insured during his life for waiver of 
premiums on account of total disabil- 
ity, the court as part of its judgment 
or decree shall determine and allow a 
reasonable fee to be paid by insured 
to his attorney. 

The law previously barred payment 
of any fee in excess of 10% of the 
amount recovered and provided the 
amount should be paid by the veterans 
administration out of payments to be 
made under the judgment or decree at 
a rate not exceeding one-tenth of each 
such payment until paid. 


Midland Mutual Plans 


Two Regional Meetings 


Midland Mutual Life is holding two 
regional meetings at the Summit Hotel 
near Uniontown, Pa., and French Lick, 
Ind., for field representatives and home 
office executives. 

The Summit meeting is being held 
Aug. 18-20 for agencies in Ohio, Penn- 
= New Jersey and North Caro- 
ina. 

The Indiana meeting, scheduled for 
Aug. 25-27, will be attended by pro- 
ducers from certain Ohio agencies as 
well as from Michigan, West Virginia, 
Indiana, Illinois and Kentucky. 

Subjects to be covered include effec- 
tive selling approaches, the use of direct 
mail, the company’s new A&H program, 
underwriting and clientele building. 
Featured speaker at each meeting is 
William Highfield, A&H editor of In- 
surance R. & R. 








VA Asks Decision Reversal 


in Benefit Assignment Case 
(CONTINUED FROM PAGE 1) 

opinion Judge Delahant was “entirely 
right,” and added: “If companies were 
compelled to pay in this and similar 
cases, rates must be materially in- 
creased. This is because of longer stays 
permitted in veterans hospitals than in 
private or commercial hospitals.” 

Judge Delahant’s opinion was 
founded largely on the language of the 
policy which protected Kinner against 
liability for expenses actually incurred. 
According to St. Paul-Mercury, Kinner 
did not incur personal liability to the 
veterans administration. 

If the VA is successful in reversing 
the opinion, there will undoubtedly be 
a wave of suits on the part of the VA 
against numerous insurers, involving 
millions of dollars. Nearly all compa- 
nies have taken the stand that they 
are not liable for expenses incurred 
by their insured in VA hospitals. 


A. B. Dalager to Retire 
trom Equitable Society 


Alvin B. Dalager, senior vice-presi- 
dent of Equitable Society, will retire 
Sept. 1. 

Mr. Dalager, who is in charge of 
agency affairs, has spent his entire 
career in the business with Equitable 
Society. He began as a part time agent 
while working in a bank in Austin, 
Minn., and later became a full time 
agent with W. W. Klingman’s agency 
in St. Paul. He became a unit manager 
and, when Mr. Klingman went to the 
home office as vice-president, took 
over the agency’s supervision. 

Mr. Dalager was named manager at 
Wilmington, Del., where he doubled 
the business each year. He was moved 
to the home office as 2nd vice-president 
in 1938 and later succeded the late 
Vincent Welch as director of agency 
affairs. His promotion to senior vice- 
president followed. 


Osborn Made Field Service 


Manager for Ohio National 


Ohio National Life has appointed 
Samuel Osborn manager of field serv- 
ice. He succeeds 
Albert N. Beard- 
shear who resigned 
as director of sales 
promotion after 
nine years’ with 
the company. 

Mr. Osborn has 
been with Ohio 
National for three 
years as assistant 
field service man- 
ager. He will be in 
charge of all 
phases of the com- 
pany’s field service 
activities. Before 
starting in insurance he spent five 
years in the retail advertising field. 
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Samuel Osborn 





Federal, Chicago, Plans 


Largest Sales Convention 


The importance of the agents’ job and 
his responsibilities to the insuring pub- 
lic is the theme for what will be the 
largest sales convention in the history 
of Federal Life of Chicago. 

Speakers for the meeting, which will 
be held Aug. 29-Sept. 2 at the Shawnee 
Inn in Pennsylvania, include Charles 
J. Zimmerman, managing director of 
LIAMA; Ralph R. Lounsbury, presi- 
dent of Bankers National Life; Charles 
R. Howell, New Jesey insurance com- 
missioner, and Milton J. Goldberg, as- 
sistant superintendent of Equitable 
Society. 

The opening session will be addressed 
by L. D. Cavanaugh, chairman, and 
Spencer R. Keare, president. 





Franklin Life Names Aubry 


General Agent at Toledo 


Harold A. Aubry 
’ has been named 
general agent for 
Franklin Life at 
Toledo. 

Mr. Aubry be- 
gan his insurance 
vareer with Aetna 
in 1948, ranked 
third nationally in 
production for 
Aetna last year 
and qualified for 
the Million Dollar 
Round Table in 
1954 and 1955. 





Harold A. Aubry 





Maccabees Report Cited 


The Maccabees, for the third con- 
secutive year, has received a merit 
award from Financial World for its an- 
nual report. Of 5,000 annual reports 
submitted, the Maccabees placed among 
43 to be considered for the best of in- 
dustry award. 


Convention Dates 








Aug. 17-20. Federation of Insurance Counsel, 
annual, Sheraton Park hotel, Washington, 
D.C. 


Aug. 21, American Bar Assn., insurance law 
section, annual, Philadelphia. 

Aug. 22-26, National Assn. of Life Underwrit. 
ers, annual, Jefferson hotel, St. Louis. 

Aug. 25-28, Texas Life Convention, annual, Na. © 
cional hotel, Havana, Cuba. 4 

Sept. 5-7, International Federation of Com. | 
mercial Travelers Insurance Org., annual, : 
Sun Valley Lodge, Sun Valley, Ida. j 

Sept. 14-16, Life Insurance Advertisers Assn, 
annual, Essex House, New York City, 

Sept. 26-28, Bureau of A&H Underwriters, an. | 
nual, Mount Washington hotel, Bretton © 
Woods, N. H. 

Sept. 26-28, National Fraternal Congress of 
America, annual, Royal York hotel, Toronto 
Ontario. ; 

Sept. 26-28, Life Office Manage. nent Assn., an. 
nual, Edgewater Beach hotel, Chicago. 

Sept. 26, Fraternal Actuarial Assn., Royal 
York Hotel, Toronto, Ontario. 

Sept. 29-30, Michigan General Agents & Man. 
agers Conference, Michigan State College, 
East Lansing. 

Oct. 5-7, Society of Actuaries, annual, Shera- 
ton-Mount Royal hotel, Montreal, Quebec, 
Oct. 6-7, Eastern General Agents & Managers 

Conference, Harrisburg, Pa. 

Oct. 11-14, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 19-21, Assn. of Life Ins. Medical Direc. 
tors, Statler hotel, New York City. 

Oct. 20-21, Atlantic alumni of 
schools, Rye, N. Y. 

Oct. 20-23, Mid-west General Agents & Man- 
agers Conference, French Lick, Ind. 

Oct. 26-28, Institute of Home Office Under- 
writers, Kentucky hotel, Louisville. 

Oct. 26-28, American Management Assn., In- 
surance Conference, Palmer House, Chicago. 

Oct. 27, Northern California General Agents 

Nov. 4-5, Southwest General Agents & Mana- 
gers Conference, Dallas. 

Nov. 7-11, Life Insurance Agency Manage- 
& Managers Conference, Berkeley. 
ment Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-20, Pennsylvania Assn. of Life Under- 
writers, George Washington hotel, Washing. 
ton. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, midyear, Commodore hotel, 
New York City. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria hotel, New 
York City. 

Dec. 14-15, Life Insurance Assn. of America, 
— Waldorf-Astoria hotel, New York 

ity. 


LIAMA 








DR. JOHN POST, 62, medical direc- 
tor of Life & Casualty of Tennessee 
from 1942 until his retirement in 1950, 
died in Nashville. He previously had 
been assistant medical director of Pilot 
Life. 


JOSEPH H. REIMAN, 87, chairman 
and president and one of the founders 
of Knights Life, died at Pittsburgh. He 
had held both offices of the company 
38 years. 


DR. EDMUND W. WILSON, 70, for- 
merly assistant medical director of 
Metropolitan Life, died in New Rochel- 
le (N. Y.) hospital after a long illness. 
His home was in Larchmont, N. Y. He 
retired in 1950 as an officer of the com- 
pany after 20 years in the medical 
division. Before entering insurance he 
was with Boston City hospital many 
years. 

CLEM J. BOEX, 61, associate gen- 
eral agent of Equitable of Iowa at Cin- 
cinnati, died there. 





Shenk to Paul Revere 


John W. Shenk has been named gen- 
eral agent at New Orleans of Mass- 
achusetts Protective Association and 
Paul Revere Life. Mr. Shenk, who has 
been in New Orelans for seven years, 
has been assistant manager of home 
life. 





Approximately 200 home office em- 
ployes and their families attended the 
annual picnic of Midland Mutual Life 
at Gold Cliff Park near Circleville, O. 
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Philadelphia. 


Today’s insurance market is booming 
as never before! Income levels are on the up- 
swing ... and with them goes an ever-increasing 
demand for the dependable protection that only 
life insurance can give. Opportunities for pro- 
fessionally-trained life agents are unlimited! No 
wonder enrollment in C.L.U. classes during 
1954-55 increased 24% over the previous year! 
And the 1955-56 enrollment promises to be even 
bigger than ever! 

If you're not already a C.L.U., why not make 


LEGE 
HE AMER! AN sae? 
7 LIFE UNDE ; 
= Penns) \vania 


A MUTUAL COMPANY 





it your goal? By becoming a C.L.U., an agent in- 
creases his business by more than 70% on the 
average. He gains added prestige and an enviable 
professional standing in his community. And 
nearly one-half of the men who wear a C.L.U. 
key at the present time are in management posi- 
tions with their companies. 
x * * 

Enroll in a C.L.U. class or study group now! 
The welcome will be warm . . . and the oppor- 
tunities are unlimited! 


INSURANCE COMPANY 


@\ FOUNDED IN 1845 








The Life of Virginia Salutes Its 
1955 National Quality Award Winners 


Claire A. Bachmann James M. Harwell S. D. Montgomery, Jr. 

J. Lawrence Bevans Robert W. Henry Ralph D. Murrell 

John D. Bissette T. Braxton Horsley, CLU Frank P. Redmon 

James F. Brown Edward C. Howell Leo H. Rice 

A. L. Chavis J. A. Jamison, Jr. Abe Richman 

Frank G. Childress William C. Jones nana 

James A. Coleman Richard L. Jordan Wathen tReet, Ge 

Ernest W. Rowland, Jr. 

Robert H. Connock Wallace D. Ketcham Richord A. Ruth 
Wideman E. Durham Albert E. Killian Howard E. Smith 
Richard M. Earl John R. Laws Louis P. Stickley 
Gordon E. Ellison Chorles L. Ligon Claude V. Trafton 
Emery G. Fisher S. P. Mancuso, Jr. Arthur E. Ward 
George H. Fletcher, Jr. Carl A. Marsh Malcolm H. Webb, Jr. 
Aubrey M. Foltz E. Landon Meredith Daniel L. Williams, CLU 

. William L. Garretson Myron A. Migliorino William P. Wootton 


TELE: LIE ED bouton Compony 
OF VIRGINIA. 


Richmond Established 1871 





